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GO PLACES WITH VITALITY 





Vitality Shoe Company 
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VALUES 


7 Your duty as a merchant is to select men’s 
shoes with accurate fitting values and best 
possible performance. 


JOHNSONIAN SHOES increase the foot 
f : JS energy ond activity of American men 
n the notional interest, [/{9('# =, in all walks of life. 
»very JOHNSONIAN shoe | | alt 
s smartly salable. Buy 
arefully to fit your par- 
icular trade. 





be 
8748—White Ventilated Bal, 
Tan Tip, Eyelet Plug and Fox- 
ing, Oak Sole, Grain Insole, 
Rubber Heel. A,B,C,D, 6-12. 
8749—Some as 8748, except 
Light Two Tone Tan. 
8750—Same as 8748, except 
Dark Two Tone Tor. 





JOHNSONIAN DIVISION 


OHNSON *© NEW YORK CITY *© ENDICOTT, N.Y ee ee ae ee 


What a team! You and Drew 
Shoes. Your merchandising 
ability coupled with the un- 
beatable "'sculptured-to-the- 
foot'' fitting qualities of 
Drew Shoes, winning cus- 


tomer loyalty for your store, 


and holding it. 


Now is the time to get ac- 
quainted with these smartly 
styled light-weight flexible 
welts, built over the famous 
Drew 7 Basic Lasts, and 
backed by fifty years of experi- 
ence in styling and designing 
women's fine welt footwear. 





See our new Fall line on display. 
Central State Shoe Fair. 
Suite 505 Morrison Hotel 
May !7th to 20th, 1942 


Nethen J. Hotel—Room 435 
Sunday, May 3rd 
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ViTA-TEMPERED STRONGER 
—" NK IS a , Wanseuoaas 


. BETWEEN THE HEEL 
AND THE BALL 
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The steel shank, like 
a bridge, is a functional, weight bearing 


structure. When “United” engineers Wir. 4 JEMPEREP 





adapted a newly developed heat treating KS 
process to the tempering of shanks they in- Srttl SHAN 
creased the strength, hardness and tough- 
ness of the metal. Because of these im- An engineering achieve- 
provements and added metal vitality, the ment—important to the 
process has been called VITA-TEMPERING. | «i» shoe manufacturer be- 
Of importance to shoe manufacturers cause it means... 
are the accuracy of fit and uniformity of BETTER SHANKS! 
bend preserved by VITA-TEMPERING. 
VITA-TEMPERED Shanks coming from the 
furnace are clean — free of oil. Clean 
shanks make cleaner shoes and lower 
finishing costs. 











UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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More women will want all-white kid shoes from 

DUS O now on than last year. Canteen workers, volunteer 
oO aids, nurses, and many other service women soon 

will be flocking into shoe stores for all-white foot- 


wear; easily a million extra calls! 


Regardless of travel conditions . . 
whether families stay at home this 

_ summer or spend the season away from 
congested areas .. . all-white shoes will 
be bought. 


Dress psychology dictates the correct- 
ness, this year more than ever, of all- 
white shoes. Think a bit about this fac- 
tor and you'll agree. 





No other shoe for warm weather wear offers such 
versatility and continual appropriateness as a white 
kid style. Stores fortunate enough to get ample 
selling stocks of white kid shoes will also get impor- 


tant new customers. 


WeWhitest ites 
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Co keep FEET “Fit” 
you must first FT feet! 


The very foundation of fit is the last. Lasts 


that lead to comfortable footwear are 
basic requirements in making and fitting 
shoes that will keep America’s feet happy 
and healthy. 

More than ever before, UNITED LASTS 
are maintaining their reputation for being 


the best fitting in all sizes and widths. 


UNITED LAST COMPANY 


—At = <Soveusiid asts 


140 FEDERAL STREET + BOSTON, MASSACHUSETTS 
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“PYRAHEEL” 


Our boss is a TWA Sky Chief. And we work 10,000 feet above 
ground. But don't forget—we can't fly to the airport! Like all active 
women, we risk our heels a thousand times daily. Doorsteps, gravel 
drives, curbs, wet grass, oil around the hangar, lunch counter stools, 
car pedals can ruin covered heels. You bet we like the idea of 
Scuffless “Pyraheel” plastic heel covering. It resists scratches, dents, 
stains. Simply wonderful, because we must keep our feet looking smart. 


SPECIAL NOTICE: Most retail shoe stores now have Scuff- 
less “Pyraheel” plastic heel covering on big stocks of wom- 
en's shoes. Why let this selling point sleep? Four words, “with 


Nw Suman Shoe Du Pont Scuffless‘Pyraheel’,” tell the story. Include it on win- 
By H# i dow cards...in folder and new: r And, when 
f ted TWA. J 0 | eee spaper copy. ’ you 
Ss by 2 ~ ti 5 place your next shoe order, specify Du Pont “Pyraheel.” — 
Bothy DU PONT DE NEMOURS & CO. (INC.), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 
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Numbers . . . timely styles for 


Order now from this showing of Immedi 


ate Delivery 


today’s selling. 


, as all num- 
ced prices. 
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$1.85 


No. Al7i—Turftan Leisure Side. 
Two Tone Loces, 11/8 Dutch 
Heel, AA 59. B48, C 48 


All numbers are offered subject to prior 


sale. Your order will be filled in the 


sequence in which it is received. 
Please note size detail carefully. 


fhawch, 
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DOROTHY DODD SHOES 
FOR FALL 1942 


In developing our Dorothy Dodd line this fall, all our 
resources of skillful and ingenious styling have been 
utilized to successfully offset the material and color 


restrictions of war conditions. 


You'll find the new Dorothy Dodd line well-balanced 
and perfectly designed to meet the needs of today’s 
women. The shoes are smart, serviceable, and as al- 
ways, easy fitting and comfortable. 


Leading fashion magazines will continue to take the 
Dorothy Dodd story to hundreds of thousands of wo- 
men who know that dressing well today is not only a 
privilege, but a duty. 


See These Shoes 





In NEW YORK CITY In CHICAGO 
May 3rd to 7th May 17th to 20th 
Rooms 321-322 Room 726 


Hotel Pennsylvania Morrison Hotel 


rly Oe 


DOROTHY DODD SHOE COMPANY « Division International Shoe Company * SAINT LOUIS 
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BRITISH retailers have had w take 
it on the chin. Their trade fitiebeen 
reduced from 1/3 to 1% less than 


that in 1940. Many have closed. 


their doors because of depleted 
stocks, restrictions on the produc- 
tion and the rationing system on 
consumer goods. The National In- 
dustrial Conference Board of New 
York, in making a study of war 
economics, says: 

“In addition to depleted stocks, 
British retailers are faced with, the 
problem of a scarce labor market. 
Many men normally engaged in re- 
tail distribution are now in the 





armed services, and both men and 
women have been recurited in large 
numbers by the war industries. By 
the end of 1942, as many as 63 per 
cent of the men and 37 per cent of 
the women employees are expected 
to have been lost by the non-food 
retail trades. 

“More than two years of war 
have brought goods under quality 
and price control, and quotas have 
been established for individual con- 
sumers, as well as for wholesalers 
and manufacturers. Today the 
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average person is allowed to buy 
about half as much clothing as he 
did before the war. Since most of 
the items he can now purchase are 
of ‘utility grade,’ the difficulties of 
stores which carry higher-class 
goods are increasing. 
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“Small, independent retailers 
have been especially hard hit by 
these various wartime dislocations 
to normal retail trade,” according 
to the Conference Board study. “But 
big department and cooperative 
stores, occupying central sites, and 
chain stores, with many small sites, 
have been able to close down cer- 
tain stores or floors or sections and 
still continue to operate with re- 


duced personnel.” 


* + ae 


JUST how suburban consumers are 
reacting to the tire shortage is being 
studied by Jack Fowler, shoe buyer 
for Innes of Los Angeles. He is of 
the opinion that the downtown stores 
will profit more than the suburban 
communities, due to the fact that 
people will walk to the bus or car 


line, then come directly downtown. 
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Proof of this trend is the increas- 
ingly large number of payroll checks 
Innes cashes daily. 

This trend is also reflected in the 
types of shoes being selected and in 
the great increase of cash buying 
against charge sales. Women are 
buying a considerable number of 
good walking shoes, remarking as 
they do so, something to the effect 
of wanting a “good pair this time— 
one that I may wear to work, later.” 
Mr. Fowler foresees a definite trend 
toward the more conservative foot- 
wear—quality shoes he emphasizes; 
then a toning up with a certain 


WALKING SHOES 





amount of “morale building” in 
“floozy” types. All this he considers 
as a healthy sign of good business 
for the stores with good stocks of 
good shoes. 


cm * * 


CANCELLATION shops that mis- 
represent (through false labels, 
false prices and use counterfeit la- 
bels of famous trade names) had 
better beware. The courts are 
gunning for them! Justice Irving 
Ben Cooper of the Court of Special 


Sessions excoriated two defendants 












recently. He warned them that the 
prison sentences were suspended 
only pending their good behavior 
and any repetition of their offenses 
would mean that the sentences 
would have to be served. 

Justice Frederick L. Hackenburg, 
immediately following the convic- 
tion, had this to say: 


“New York City has got a bad name, 
outside of New York, on account of the 
dealings in these stores. The women who 
come in shopping must be protected . . . 
It is high time we put a stop to it. 

“There was a conference in the Dis- 
trict Attorney’s office. They were warned. 
They are bandying around the names of 
reputable business people. They estab- 
lished themselves in a reputable neigh- 
borhood . . . If somebody asked me six 
months ago, I would have said, a minor 
racket; today, I would say, it is a major 
racket, after listening to this evidence 
for three days. It is a bad situation, and 
something has to be done to stop it; and 


the people who are running these stores, — 


the real owners, may just find out that 
the Court of Special Sessions and the 
District Attorneys in the five counties of 
New York will not stand for it.” 


CAPT. ALGOT J. BOWMAN of 
Monmouth, IIl.—of the Illinois Re- 
serve Militia—is secretary-treasurer 
of Bowman Bros. stores and co- 
chairman of the retail attendance 
committee for the Central States 
Shoe Fair, to be held in Chicago 
May 17, 18, 19 and 20. Mr. Bow- 
man says: 

“We are glad to see such shows 
as the Central States Shoe Fair go- 
ing on as usual. We feel that in 
times like these, with tires limited 
and all economies necessary to help 
the United States war effort, it is a 
good idea to eliminate all unneces- 
sary traveling. We feel a good many 
shoes can be purchased at these con- 
ventions and that they eliminate the 
necessity of a lot of wasted travel- 
ing and effort. There will be literal- 
ly thousands of miles saved in 
travel by manufacturers’ representa- 
tives through such shows. “It is one 
way in which they can cooperate 
with the retailer, and the saving on 
tires and effort should be evident 
to every wide-awake shoe house.” 
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DON'T BEEF 


O99 


—The U. S. is US. 

—And it's up to US, as a nation to 
work together as never before to 
win this war. 

—Today is the time for national 
unity in every sense of the word. 

—We should waste no time on 
criticisms, animosities or pet po- 
litical peeves. 

—Tommy Zilch disobeys his mother, 
falls and breaks his arm. 

—Mother Zilch says: "Tommy darl- 
ing, mother loves you dearly; but 
when you get well I'm going to 
whale hell out of you.” 

—So, when peace comes again, 
we'll have plenty of time to give 
vent to all our pent-up grouches 
—provided they haven't been 


forgotten in the meantime. 
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THEY'RE eating into their rubber 
reserves in England, too. Here’s 


the new rubber order: 

“The Control of Rubber (No. 7) Order, 
1942 which came into force on February 
25, enforces economy in the use of rub- 
ber in the manufacture of rubber foot- 
wear, both by restricting the proportion 
of rubber which may go into compounds 
used for this purpose, and by limiting the 
height of Wellington boots and industrial 
knee boots. 

“The use of zinc oxide and lithopone 
in the production of rubber footwear is 
controlled and that of lamp black and 
titanium. oxide prohibited. The Order 
does not apply to soles, heels and sheet 
soling produced by moulded or press-cure 


process. 

“The Order also permits the acquisi- 
tion and use of sole crepe rubber by mak 
ers and repairers of footwear in the re- 
pair (but not the production) of soles 
and heels. Copies of the Order can be 
obtained from H. M. Stationery Office or 
through bookseller, price 1d. 

“In regard to the height of Wellingtons 
and industrial knee boots, the schedule 
to the Order specifies for any boot of 
child’s size 4, the height is fixed at 6 
inches; for size 5, 6% inches; size 6, 7 
inches; size 7, 7% inches; size 8, 8 
inches; size 9, 8% inches. 

“Misses” sizes: Size 10, 9 inches; size 


11, 9% inches; size 12, 10 inches; size 
13, 11 inches; size 1, 11% inches; size 
2, 12 inches. 

“Women’s and boys’ utility Wellington 
boot, sizes 3-8, 13 inches. 

“Women’s fashion Wellington boot, 
sizes 3-8, 13% inches. . 

“Men’s industrial knee boots, 
6-12, 14% inches. 

“Women's and boys’ industrial 
boots, size 3-5, 12% inches. 

“Women’s industrial knee boots, sizes 
6-8, 12% inches.” 
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W. MAXEY JARMAN, president of 
the General Shoe Corporation, Nash- 
ville, Tenn. was on the radio recent- 
ly on an hour devoted to defense in 
action. He gave two comparisons 
of particular significance in the fol- 
lowing answers: 


“Q. For an idea of the quality of our 
government shoes in this war, Mr. Jar- 
man, could you give us a comparison be- 
tween these shoes and those which were 
used during the First World War? 


“A.- We can say that government 
shoes we are making today without 
question are of superior quality to 
those in the First World War. Speci- 
fications call for higher quality ma- 








terial, and for more detailed proc- 
esses of manufacture that make the 
shoe feel better on the foot and wear 
longer. We are also proud to say 
that the shoes worn by our soldiers 
are superior to shoes supplied to any 
other armies in the world. 

“Q. We suppose then, Mr. Jarman, 
that the government is paying consider- 
ably more money for its shoes in this war 
than it did back in 1918 and 1919? 


“A. No. On the contrary, the gov- 
ernment is paying much less for its 
shoes today. The latest contract was 
at the price of three dollars and 
sixty-seven cents per pair. When 
you realize that these shoes contain 
nearly twice as much leather by 
weight as ordinary civilian shoes and 
that only ‘the very best of materials 
are used, you can see what real values 
the government is getting in Army 
shoes. In the last war Army shoe 
prices were much higher than thev 
are today.” 

* * # 


THE G. M. Basford Company, 
(Member of American Association 
of Advertising Agencies) at 60 East 
42nd Street, New York City, says: 

“Goodbye to CREAM PUFF Ad- 
vertising! Advertising, to be justi- 
fied today, must give vital informa- 
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tion to help industry produce more 
. . . for Victory; or it must main- 
tain the faith of old customers and 
new prospects in the inherent bene- 
fits to them of a company’s products 
. .. 8o that we will win the Peace. 
“Victory advertising must ac- 
quaint ‘priority’ prospects with 
sources of supply, suggest short cuts 
or methods for conserving vital ma- 
terials. It must recommend ways 
of extending the productive life of 
equipment, or in some way contrib- 
ute to Industry’s Victory Program.” 


- * * 
ALFRED MOFFATT, merchandise 
manager of R. H. Muir, Inc., East 
Orange, N. J., declared there was 
no single answer to the question of 
a proper retail inventory under 
present extraordinary conditions. 


a 





The rate of stock turnover, he said, 
is a highly important factor, as one 
store may have a turnover rate of 
six or seven times whereas another 
may have a rate of two or three 
times. 

“We hear about large stores with 
a high turnover rate piling stocks in 
warehouses and doubling inven- 
tories, but comparison between them 
and slower-turnover stores cannot 
be fairly made,” Mr. Moffat said. 
“The answer for each cannot be the 
same. It should be remembered that 
if a store with a turnover rate of 
two times a year had to make a 
5 per cent markdown because of 
changes in market conditions, this 
would wipe out profits for five 


” 
years. 
* * * 


TWENTY-SEVEN members of the 
Retail Men’s Wear Conservation 
Group of New York approved the 
following program to be submitted 
te the War Productions Board: 

“Beginning today and continuing 
until September 1, men’s clothing 
retailers will: 

(1) Remove all incentives over 
and above normal commissions for 
multiple sales. 
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(2) Eliminate all special promo- 
tions, clearance sales and annivers- 
ary sales of men’s clothing and 
abandon comparative prices, equiv- 
alent value statements, etc., in ad- 
vertising, as a stimulant to sales. 

(3) Shorten store hours. A com- 
mittee will be set up to formulate 
details and methods.” 


* a 7 


THE American Management Asso- 
ciation (Alvin E. Dodd, president) 
has issued “TEN COMMAND- 
MENTS OF GOOD ORGANIZA- 
TION” in a two-color poster, as 
follows: 


“1. Definite and clean-cut responsibili- 
ties should be assigned to each executive. 

2. Responsibility always should be 
coupled with corresponding authority. 

3. No change should be made in the 
scope or responsibilities of a position 
without a definite understanding to that 
effect on the part of all persons con- 
cerned. 

4. No executive or employee occupying 
a single position in the organization 
should be subject to definite orders from 
more than one source. 

5. Orders never should be given to 
subordinates over the head of a respon- 
sible executive. Rather than do this the 
officer in question should be supplanted. 

6. Criticisms of subordinates should, 
whenever possible, be made privately, 
and in no case should a subordinate be 
criticized in the presence of executives 
or employees of equal or lower rank. 

7. No dispute or difference between 
executives or employees as to authority 
or responsibilities should be considered 
too trivial for prompt and careful ad- 
judication. 

8. Promotions, wage changes and dis- 
ciplinary action always should be ap- 
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This is the license number on your rubber heels, Sir—in case they are stolen. 





proved by the executive immediately 
superior to the one directly responsible. 

9. No executive or employee should 
ever be required or expected to be at the 
same time an assistant to, and critic of, 
another. 

10. Any executive whose work is sub- 
ject to regular inspection should, when- 
ever practicable, be given the assistance 
and facilities necessary to enable him to 
maintain an independent check of the 
quality of his work.” 


. | we 


ED BRICKER of Bricker’s Shoe 
Store, Saskatoon, Canada, says: 

“As to shoes being rationed in 
Canada, this is definitely not so. 
Our deliveries, particularly of men’s 
shoes, are much slower than yours 
are. We are compelled to book 
earlier than ever and deliveries run 
about a month late. In the case of 
men’s shoes, deliveries can run two 
to three months late, regardless of 
the factory. 


NO RATIONING— JUST HARD To Get! 





“Rubbers are more difficult to get 
than shoes. Since Jan. 1, no fancy 
types have been made up. Brown 
overshoes are a thing of the past, 
as well as fur trims and other novel- 
ties. So far, we understand we are 
going to have two different styles in 
overshoes, but we don’t know what 
they are going to be like.” 
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* Washington Newsreel * 


THE War Production Board on April 25th ordered the 
entire stock and production of heavy weight sole leather 
set aside to meet military and lend-lease requirements 
for shoes. Previously, 80 per cent of such sole leathers 
was set aside, but that was found insufficient. 

The WPB Leather and Shoe Section explained that 
only heavy weight outersole leather is affected by the 
order, leaving for civilian shoes the entire supply of 
ordinary and light weight outersoles, the kind of soles 
used for most civilian purposes except in heavy work 
shoes. 

During the coming months, the WPB does not expect 
the demand for civilian shoes to be as great as it was in 
1941 because thousands of men who were in civilian life 
last year are now in the Army. Moreover, indications 
are that stores and consumers already have large stocks 
of shoes on hand. In addition, the number of cattle on 
American farms now is close to an all-time high and 
cattle slaughter in 1942 is expected to be at record pro- 
portions, increasing the potential leather supply. 

Amendment 2 to M-80 directs that all stocks and 


production of manufacturers type cut outer and inner 
soles of military weight and quality be set aside for 
manufacture and repair of military shoes, and for lend- 
lease purposes. The lend-lease allocation will be used 


entirely for military shoes. 
* 7. * 


SAVINGS of 4,869,625 lb. of crude rubber and 7,162,- 
186 lb. of reclaimed rubber have been effected by the 
Quartermaster Corps in its procurement of footgear for 
the last eight months of 1942, the War Department 
has announced. 

This conservation, among the largest in Army his- 
tory, has been effected by two methods, the revision of 
specifications so that the rubber heel is eliminated com- 
pletely from three types of footgear, and revision of 
specifications resulting in a sharp reduction in rubber 
in five other items. 

THE War Department has announced recent purchase 
of 10,000,000 olive drab legging laces at prices ranging 
from $12.74 to $15.68 per thousand. The contracts let 
through the Quartermaster Corps were awarded to seven 
firms in four states. 

THE War Department has announced purchases of the 
new Army shoe “dubbing”, used for dressing Army 
shoes. The new dubbing, a development of the Federal 
Bureau of Standards and the Quartermaster Corps, is 
composed of beef tallow, neatsfoot oil and amorphous 
(uncrystalized) mineral wax with a small quantity of 
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aluminum stearate (soap) in such proportions that it 
serves to make the leather water-resistant and at the 
same time permit polishing. Initial purchase of 760,- 
000 four-ounce cans has been made by the Chicago 
Quartermaster Depot at 64c. per can. Formula and 
packaging are specified in accordance with Quarter- 
master Corps tentative specifications issued Dec. 12, 
1941. 

WPB’s Bureau of Industry Advisory Committees has 
announced the formation of a Horsehide Tanners sub- 
committee of the Leather and Leather Goods Industry 
Advisory Committee. Joseph W. Byron, chief of the 
Leather Section, is government presiding officer. Com- 
mittee members are: 

E. H. Foot, president, S. B. Foot Tanning Co., Red 

Wing, Minn.; Kurt Friend, J. Greenebaum Tanning 
Co., Chicago; O. Plotkin, president, Midwest Tanning 
Co., E. Milwaukee, Wis.; F. Rulison, Jr., president, 
F. Rulison & Sons, Johnstown, N. Y.; Solomon Katz, 
secretary, Superior Tanning Co., Chicago; Gustave 
Swoboda, Jr., H. Swoboda & Sons, Inc., Philadelphia, 
and V. W. Krause, secretary, Wolverine Shoe & Tan- 
ning Corp., Rockford, Mich. 
ACCORDING to the Department of Commerce, there 
are 135,000,000 business transactions in the United 
States daily. If OPA, as a result of the new price freez- 
ing order, receives protests from parties to these deals 
amounting to one-tenth of one per cent of the total, 
the agency will have 135,000 protests piling in daily. 
It is abvious that it will take a tremendous staff to make 
all of the adjustments which will be necessary between 
buyer and seller. 
SHOE manufacturers were asked recently not to use 
steel nailheads or brads to decorate uppers and _plat- 
forms of women’s shoes. WPB said that steel is neces- 
sary in the basic construction of shoes and its use for 
decorative purposes may result in a restriction in the 
amount available to the industry. 





PRIVATE PERSHING PREPARES 
FOR INSPECTION 


Old campaigners in the first A.E.F. tell how strict was 
their chief, Gen. John J. Pershing, in the matter of appear- 
ance. Now, in the 2nd World War, we see Gen. Pershing's 
son, Private Francis Warren Pershing, brushing his shoes 
preparatory to inspection after an early morning class at 
Engineer Repiacement Training Center at Ft. Belvoir, Va. 
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Pueblo Indian makes call at prospect's office and gets 
foot size for moccasin by tracing outline of customer’s 
feet. 


There'll Always 


Be a 
Shoe Business 


LONG before daylight, Juan gathers together a collec- 
tion of his handiwork and wares, wraps it in a colorful 
blanket and trudges across the prairies to the highway. 
Here he stands stoically awaiting an invitation from 
some friendly motorist sho will give him a lift to town. 
If no such invitation is forthcoming, he may decide to 
walk it, for a 20-mile hike for a pueblo Indian just a 
few years past fifty is all in the day’s work. He can do 
it easily, even with his heavy pack. 

But, you can’t see how a Santo Domingo Pueblo 
Indian carrying a bundle to Sante Fe can concern the 
business interests of the shoe man? Let’s shadow Juan 
for awhile after he reaches town and perhaps we can 
find out something. We'll have to walk fast, for his 
peculiar shuffling walk carries him over the ground 
rapidly, and though he has passed the outskirts of 
town he doesn’t seem inclined to tarry. It looks as if 
our friend with the long, black hair knows where he is 
going, and has a purpose in going there. Perhaps we 
have a clue there. We'll contiiue to follow him. 

Oh, oh, he’s stopping a Spanish-American boy on the 
street. What's he saying? 

“Como esta amigo? Tiene tobacco y papel?” 

No clue there, he’s just borrowing the “makings”, 
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Button or concha is fastened to upper 
with a leather thong. 


“Tailor-made” moccasins fit like a sock on a rooster 
but they’re tough and comfortable and will stand a lot 
of wear. 


IN SPITE OF WARS, PRIORITIES AND PRICE 
CONTROLS, THE INGENUITY OF AMERI- 
CANS WILL PROVIDE PROTECTION FOR 
THE FEET IN THE NECESSARY ACTIVITY OF 
WALKING—A STORY FROM OLD SANTA FE 


so we'll stick around while he rolls a cigarette, and 
carries on a conversation in Spanish with his benefactor. 
He seems quite fluent in Spanish, though we know his 
tribe uses a language probably older than either Spanish 
or English. He seems to be equally fluent in all three. 
Perhaps our quarry is smarter than we first thought, so 

we had better be careful! 
Now he is walking again, and seems to be headed for 
the plaza, in the very center of the business section. We 
[TURN TO PAGE 32, PLEASE] 
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Modified strip sandal with wide 
T-strap. Low-heeled for many 


Double T-strap, in a yoke effect, 
makes interesting variation on 
this type. 


CALL it a hunch or a shot in the 
dark . . . call it what you will... 
this strong urge of ours for the re- 
turn of the T-strap, but back of the 
hunch are some good, sound rea- 
sons. Practical reasons they are, 
based on wartime conditions. Con- 
servation of leather and adjustments 
not requiring rubber . . . these are 
two pressing needs. T-straps . . . 
front straps, center straps, all these 
names are used . . . help to solve 
these problems. 


T-Straps Save Leather 


T-strap patterns do not require 
large pieces of leather. Look at the 
three shoes sketched here. You will 
see that none of them requires any 
very large area of leather. All three 
of them are made of narrow strips 
of leather which can be made even 
narrower than they are without 
spoiling the style. 
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The “Pitcher Bag”, left, newest 

design from Mark Cross, saves 

leather by being made of faille 

in eleven different shades. Pat- 
ent pending. 


Dainty narrow T - strap on 
opened-up sandal on high heel. 


Time to Bring Back 


The T-STRAP . 


The Recorder Says, "1942 Is the Year for the T-Strap". Every- 
thing Points to It as a Logical Revival. Straps Have Been Coming 
Back Strongly Via the Ankle Strap and the Buckle Monk. With 
Clasticized Adjustments Fading Out of the Picture, Straps and 
Ties Are Number One Styles for Women Who Can't Wear Pumps 
or Who Are Looking for a New Silhouette. So Let's Bring Back 
the T-Strap, a Classic That Belongs in the Trend of the Times 


But there will be more as time goes 


T-straps meet the emergency need = ©”. the T-strap 
for shoes with adjustments other variety to strap styles. There can be 
than elasticizing. Ties are one solu- 
tion. Ties plus straps will have to 
take the place of the elasticized shoe 
for women who cannot wear pumps 


They Meet Adjustment Needs 


Reviving gives 


a number of kinds of T-straps as 
you will note in these sketches. 


T-Straps Fit and Flatter 














or who want a change from this 
popular pattern. Ankle straps and 
buckle monk straps have been style 
news for several seasons. Straps are 
in the air and on the women’s feet. 


T-straps give comfortable, good 
fit. What’s more they flatter the 
foot, especially the broad foot by 
breaking the width across the instep. 

[TURN TO PAGE 32, PLEASE] 





COMING STYLES 
ACHIEVE VARIETY 
THROUGH INGENUITY 


Take the same moccasin toe and give it a 
ghillie lacing. 


Make the popular blucher oxford with « 
moccasin toe. 


SIMPLIF ICATION takes many different forms. Some of them 
are already seen in Spring shoes. The goal of every designer 
is to achieve this simplification without regimentation or loss 
of style interest. Simplify he must, but his shoes need not 
lose by the process. 


Use of the Moccasin Vamp 


Make a high-riding stepin with the tongue Take such a simple thing as the moccasin toe . . . perhaps 
merging inte the meccasin front. the number one vamp treatment this Spring . . . and see how 

it is being used in a variety of styles and types. We show five 

of its uses here. Every shoe looks different, has a different 

feeling and appeal yet all five have a common denominator, 

the moccasin toe. We might have gone on and shown many 

more adaptations of this basic idea, in tailored pumps and 

even dressier types, for instance, with this same toe treatment. 





Stitching Important News 


The trend to the hand-worked look is dramatized in the use 

of “harness” stitching on all types of shoes on all heel heights. 

Simple to do but exceedingly effective, it is one of the high- 

lights in Spring style treatments. The fact that it can be used 

in different tones, darker or lighter than the shoe color, gives 

it a range of possibilities. It has a smart tie-up with ready- 

to-wear and handbags . . . also millinery to a more limited 

extent. This “harness” stitching is really a running or basting 

Tinifeiw the Wevgsilah Sines dbep ath stitch rather than the close, strong stitching which is the true 

leather slide adjustment. — saddle stitching. 
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There's More than One Way of Giving a Fresh 
New Look to Women's Shoe Styles. Designers 
and Manufacturers Are Learning the Economical 
Way These Days. They Toke a Base like the 
Norwegian Moccasin and Turn It into Four Quite 
Different Looking Shoes. They Take a Simple 
Treatment like the Basting Stitch and Use It on 
Any and Every Kind of Shoe to Give It 1942 Look. 


by ELEANOR RUTLEDGE 


Harness stitching does not stop at shoes. Designers of 
dresses, suits and handbags find that it also gives a new 
look to garments and accessories. This smart little suit is 
in gray Hockanum’s men’s wear flannel stitched in white. 


Take a sport shoe in reversed leather. Give it 

a black extended sole and heel and trim it with 

a “harness” stitching in antiqued brown or 
black to match the sole and heel. 


Take a tailored pump in brown or black pol- 
ished, sueded or crushed and give it 
fresh style interest with contrasting stitching. 
Use heavy cream, darker brown, antiqued 
brown or black on the brown leathers. Use 
neavy white cotton stitching on black leathers. 


Take an opened-up strap shoe of sueded lea- 

ther and use the same combinations as in the 

tailored pump . .. heavy cream, darker brown, 

antiqued brown or black on brown leathers; 
heavy white cotton on black. 
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FREEDOM WEEK... 


Nor until all Americans get fightng mad will we be 
giving 100 per cent effort toward winning the war. 
We've accepted restrictions and kept chins up through 
the worst defeats the United States has ever suffered. 
We've kept our heads, our courage and our faith—BUT 


THAT’S NOT ENOUGH. 


Not until every one of us is emotionally aroused— 
fully imbued with the primitive instinct to guard and 
fight for our homes and families and the freedom we 
hold so dear—not until DOING EVERYTHING AND 
ANYTHING WE CAN TO HELP WIN THIS WAR be- 
comes the most important objective of our lives, will 
our country experience that tremendous surge of effort 
that spells decisive defeat for the Japanese. 


It’s time to forego critical reasoning—to crystalize 
is a life and death 
struggle—that we shall eithet live or die—that defeat 
would not only mean the loss of outlying territories, 
but the surrendering of our fleet, our arms, and the very 
elementary right to have these things, and, in addition, 
as Mr. Lippman of the New York Herald Tribune re- 
cently stated “we would have to do anything the con- 
queror might choose to demand of us years after the 
peace.” 


convictions—to realize that this 


Everywhere, individuals and organizations are doing 
their best to awaken the public to complete realization 
of these things. But there’s no group in America that 
can sell the dangers we face and the importance of all- 
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out effort by every individual in every community, as 
quickly and completely as the merchants of America. 
That’s why Boor aNnp SHOE RECORDER is suggesting 
that shoe merchants cooperate in putting on the greatest 
patriotism arousing program that your community has 
ever known during the week preceding July 4. 

Perhaps the possibilities of Freedom Week can be 
best revealed through suggesting an outline for daily 
features during this eight day celebration: 


Saturday—(June 27) Youth’s day, parade of Scouts, school 
children. Speeches with awards for winners in previously 
announced contest, “What FREEDOM means to American 
children.” 

Sunday—Day of prayer in churches. Radio drama, or great out- 
door spectacle dramatizing FREEDOM. “Listen to the Peo- 
ple” available for non-commercial repreduction without 
charge through Council for Democracy, 11 W. 42 St., N. Y. C.; 
single reprints 10c., with suggestion for appropriate music, if 
requested. 

Monday—Red Cross and A.W.V.S. day—Speeches, parade, meet- 
ings to dramatize the work these women are doing as their 
contribution to defending our FREEDOM. 

Tuesday—Civilian Defense Day—Various branches in parade, 
including civilians, police, firemen, and all branches included 
in C.D. groups. Speeches, parade, demonstrations of duties. 

WEDNESDAY—Salvage for FREEDOM—Spectacular salvage 
collection stunt, bunting draped cars and trucks assembling 
for parade after collections. Advance ballyhoo needed to have 
salvage ready. 

Thursday—U.S.0. Day. Including all groups aiding soldiers 
and sailors. Also World War 1 veterans. Parade, speeches, tov. 

Friday—War Bond Day—Buy a Bond for FREEDOM. Also 
award of p izes for best window displays for FREEDOM 
WEEK. 
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SUGGESTIONS FOR COMMUNITY OBSERVANCE PROGRAM TO AROUSE 


PUBLIC INTEREST AND MAKE PATRIOTIC PROMOTION MORE EFFECTIVE 


Saturday—Independence Day—Grand Finale—Combined parade 
—speeches floats—of course, strects have been decorated 
throughout and flags flown all over the town all week. 


Big as it is, notice how it breaks down into divisions 
that are log:cally able, under the direction of the mer- 
chant’s coordinating committee, to do much to make 
their own “day” a success. The merchants committee 
duties should include such things as general decora- 
tions, publicity, and similar general functions. Begin 
by calling together all the heads of the various groups 
listed, also city officials to meet with your merchants 
committee. Get your general plan set up, then set up a 
headquarters where a member or members of your com- 
mittee can be found at definite periods, and the progress 
of each division can be charted. This is all simply the 
application of your own good business control under- 
standing. 

In near-future issues we shall take up further sugges- 
tions for general publicity, decoration, and so on, along 


army without arms. If we fail you, you become workers 
in chains.” We’re lucky enough to be Americans, by 
birth or adoption. We with our allies have the tremen- 
dous job of maintaining the FREEDOM we all enjoy 
and restoring the FREEDOM of trampled nations 
throughout the world. From the kids who collect waste 
paper to the men and women in war plants, and all of 
us in between, we must grit our teeth and set our mind 
on just one goal—THE WINNING OF THIS WAR. 
COMPLACENCY MUST END. Whenever we are not 
helping America, we are aiding our enemies. Through 
FREEDOM WEEK we can crystalize and dramatize 
what we're fighting for, and rouse everyone to be relent- 
less. It’s a big job—the kind of a job that can be en- 
trusted to you merchants of America with every assur- 
ance that the job will be better done than any one else 
could do it! 

William L. Blatt, director of the raw materials divi- 
sion of the War Production Board, said, on April 8, 


YOUR BIG OPPORTUNITY 


with practical ideas for the participation of the indi- 
vidual store in FREEDOM WEEK. 

Perhaps you saw that caption under the picture of the 
meeting of the Army and Consolidated Aircraft Corpo- 
ration, in Life, April 13 issue.’ Colonel Guinsberg of the 
War Department said, “If you fail us we become an 
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1942, “I believe that America is very close to real 
resentment. All this, in my opinion, is to the good be- 
cause when America rouses herself, as she is beginning 
to be aroused, the fur will fly. When America really gets 
mad, then I say God help anyone who stands in her 


” 


way. 


Illustrations on these 

pages suggest interesting 

window background ideas 

to be worked out in red, 

white and blue for Free- 
dom Week. 
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Below: Interior of Manufacturer’s Shoe 
Store, Fort Street, Honolulu. This shop sells 
both men’s and women’s shoes. 


Shoe Retailing 
at Ameriea’s 
War Outpost 


There Is, Is Booming. 





IN spite of bombs, war and martial law, Honolulu shoe 
stores are doing a thriving business, with increases of 
from 50 to 80 per cent during January over the same 
month last year. 

Honolulu shoe men are faced with many problems in 
addition to those besetting the industry on the Main- 
land, but they are meeting them with high courage and 
optimism. The chief problem is shipment of new mer- 
chandise from the Mainland; because of this, the future 
is merely a large question mark. 

All shipments are now by parcel post, and these are 
irregular at best. There is no knowledge at present as 
to whether or not shipment of shoes, even of the staple 
varieties, will be given priority rating in the precious 
cargo space of ships coming to Hawaii. 

Another serious problem is shortage of labor, which 
is even more acute than it is on the Mainland. Honolulu 
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Here's the Situation in the Front Line City of Honolulu, Where 
One of the Main Problems Confronting the Shoe Merchant Has 
to Do With Obtaining Sufficient Supplies of Merchandise. Sales 
Have Reached an All-Time High, However, and What Business 


Top: Honolulu’s newest shoe store is 
this Florsheim shop at 76 South 
Hotel Street. Below: The Shoe De- 
partment at Andrade’s, men’s cloth- 
ing store on Fort Street. Although 
small and compect, this shoe section 
accounts for a large portion of the 
store’s successful business. 


is a garrison city, grimly aware of the fact that it is at 
“the front”. Men not drafted or volunteering for the 
armed services are going into defense jobs in greater 
numbers every day. A few shoe stores are using women 
on their sales staffs, with “fairly satisfactory results”. 

Still another complication is the slowness of com- 
munication by mail with factories and representatives 
on the Mainland, due to war conditions. 

On the cheerful side of the ledger, however, is the 
prosperity and free spending in Honolulu which have 
brought sales records to all-time highs since the war. A 
contributing factor, according to some shoe executives, 
is the ban on liquor which has been in effect since the 
day of the Japanese attack, December 7. Defense 
workers and others who can’t spend money on liquor 
have suddenly found their pockets bulging with cash, 

[TURN TO PAGE 32, PLEASE] 


Boot and Shoe Recorder 


DESIGNED FOR FOOT COMFORT 


New Store in Cleveland Planned to Provide Aid for 


Increasing Number of Occupational Foot Troubles 


Resulting from War Activities of American Men 


and Women. 


Careful Individual Attention Given. 


Interesting window arrangement pro- 
vides abundant space for display of 


AN interesting example of the services which can be 
performed by the shoe trade in administering to occu- 
pational foot troubles brought on by the increased 
tempo of the war program is seen in the new Dr. Scholl’s 
Foot Comfort Shop recently opened at 1013 Euclid 
Avenue, Cleveland, Ohio. One of the most modern of 
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merchandise. 


all the Dr. Scholl’s stores, this shop is specifically de- 
signed, not only to provide service to a public under 
normal conditions but also to care for the increasing 
foot ills of an America which is today “more on its 
feet” than ever before. 

It is reported that due to the fact that most people 
will be doing more walking than ever before and be- 
cause many more, both men and women, are going into 
factory work and standing for long hours on their feet, 
many new cases of ailments will confront retail shoe 
dealers throughout the country. These include weak- 
ened arches, numerous foot and leg pains, backaches, 
corns, callouses, bunions and bruises. 

Such foot troubles are cared for through the services 
of the Cleveland shop, the success of which is attributed 

[TURN TO PAGE 32, PLEASE] 
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The Editor’s 


Outlook 


THIS is the supreme war for survival! When we see 
men go down to Washington, raving, ranting and roar- 
ing for special privilege, we have a humble feeling that 
America has not been informed of the true goal of this 
war. 

We are cognizant of the spirit of business to survive 
and to win a place; to make earnings— it’s natural and 
the proper expression of human nature—but it isn’t war. 
Fight we must, each and every day, not only for the 
survival of the land but the survival of our families, 
homes and businesses. But above all else, our fight is 
for the survival of the American Way we love. 


Please, oh please, don’t get the idea that we are sug- 
gesting that you meekly sit by the wayside and let the 
war go its ruthless path to the point where all business 
is a casualty and the land is filled with weeping and 
wailing. That’s not the American spirit. There is, how- 
ever, an American spirit of give and take; making op- 
portunities out of obstacles; solving difficulties and 
glorying in the accomplishments in business as well as 
in the field of war. 


The issue is greater than all things combined. It was 
magnificently put by Archibald MacLeish of the Office 
of Facts and Figures, this week before the Associated 
Press meeting in New York. He said: 


“An understanding by the free peoples of the world 
that this war is a war in which no outcome but victory 
ean be conceivable. Defeat in this war is not possible— 
a defeat now to be followed by years of recuperation and 
a victory in a later war to follow. There will be no war to 
follow later if this war is lost. Those who win this war 
will see to it—and will see to it with relative ease—that 
the defeated will not fight a war for many years to 
come; will not have the means to fight a war; will not 
have the means to build the planes and tanks by which 
alone a modern war can be attempted.” 


Man, that’s worth fighting for—a peace that may lift 
for a century or more that terror of mass murder 
through war. Most of us have experienced two within 
our generation. We want no more. So I am for every 
Ally and for every effort to abolish war. Every deed or 
word that retards victory is a deed or word for Hitler. 
You can be either one thing—FOR or AGAINST. There 
is no middle path! 

Now, let’s get back to shoes. This industry has been 
as soft as butter. So has every other American industry 
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No Middle Path 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


at retail. Some have coddled and cuddled the buyer and 
he, in turn, has pampered the public. Some have pur- 
chased wares in the secrecy of connivance, privilege and 
preference—and in turn some have taught the public to 
be cute and cunning and super-smart. The square deal 
has been a rarity, if it were not so, the one true price 
of an item would have made opportunity for small as 
well as big organizations to live and grow. 


WE are hoping for some other values to come out of 
this waf—new standards of retailing practice as well as 
manufacturing. If we have ten million men in our 
armed forces, these men are going to learn something 
about the honesty of man to man—all things being 
equal. I have always said that the most honest people 
are those who are sailors and soldiers. They know their 
pay rating and there is no “putting on the dog.” They 
must live cooperatively or they perish. They learn to 
say: “Yes Sir, I'll do it” because an order is a com- 
mand. They are straight and clean and their evaluation 
of things is not complicated by the million and one 
subtleties of civilian life. 

Most of our merchant practices and even our laws 
have loopholes for the cunning. Well, business is slowly 
but surely finding out that it is on the same footing with 
the soldier and the sailor. It is a terrible thing for a 
concern to be indicted in the public press for having 
secret deals, secret warehouses and undeclared surplus 
material. 

Under the old, soft system of business, all these cun- 
nings were given the approval of good business practice 
but there is a change coming and whether we like it or 
not, we are going to have shortages in vital material and 
labor, forced conversions (or casualties if a business 
cannot adapt itself). Drastic cuts in the field of civilian 
goods are also going to affect footwear—a known neces- 
sity of walking people. Even while you are reading this 
you may be under a new control of prices, salaries, 
wages and profits. 

Man, you're in war—right up to your neck! Don’t 
get dizzy and delirious. Stand up to it and fight the war 
of survival with truth, the weapon. The public will re- 
spond to your honesty because it knows that it’s in the 
war too—right up to the hilt of the knife that’s plunging 
into the Axis. 
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May the Coontars of ‘ Miaeeleit 
Most Beautiful box Whaps 
Design ‘es for Your E shautus Ube 7 


© For over thirty-five years we have prided 
ourselves on the unusual and distinctive box 


wraps we have manufactured. 


© Add to the attractiveness of your department 
with a wrap which will carry your name into 


the homes of your customers. 


® Mendle wraps have a mailing label to elimi- 


nate further wrapping .in making deliveries. 





® Our present inventories of special papers will 
protect you for several years though their 


production be halted. 


COMPLETE ALL-AROUND WRAPS FROM LESS THAN 
TEN DOLLARS TO TWENTY-FIVE DOLLARS PER 
THOUSAND—LESS THAN Ic EACH TO 2!/2¢ EACH 





MENDLE BOX WRAP AND LABEL CORPORATION 


Third and Locust Streets 
SAINT LOUIS, MISSOURI 





Show Week in New 


Photograph from Press Association, Inc. 


York 


Fall Shoe Lines on Display—New York Manufacturers’ 
May Showing Continues Time-Honored Tradition 


TuIs coming week, beginning tomorrow, is Market 
Week in New York, with four great shoe showings in 
as many midtown Manhattan hotels, where manufac- 
turers from various shoemaking centers, representative 
of different price levels, will show their styles for Fall. 
Retail shoe merchants and buyers from all sections of 
the country will be in New York to look over the lines, 
in which there is even more interest than usual because 
of the wartime restrictions on materials, and the efforts 
that are being made to design patterns with a view to 
conservation. 

The showings to be held during the week include the 
Introduction of Fall Footwear Fashions of the St. Louis 
Shoe Manufacturers’ Association at the Hotel Pennsyl- 
vania, Shoe Manufacturers’ Fall Opening of Volume 
Footwear Lines at the Hotel New Yorker, Fall Shoe Show 
representing markets throughout the country, with 
Group of New England Manufacturers, at the Hotel Mc- 
Alpin, Group Showing of Women’s Quality Shoe Manu- 
facturers arranged by Shoe Manufacturers’ Board of 
Trade of Greater New York, Inc., at Hotel Vanderbilt. 

The New York Board of Trade show carries on a 
tradition that dates back for many years in this market. 
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For years the quality manufacturers of Brooklyn and 
the Greater New York area held a formal showing in 
May, and later on this function was taken over by the 
Shoe Fashion Guild. When the Guild Showings were 
discontinued the Board of Trade carried on with infor- 
mal exhibitions, which for several seasons past have 
been held at the Vanderbilt, while many Greater New 
York manufacturers follow the practice of holding 
showings at their factories or sample rooms during the 
same week. 


FOLLOWING is the list of manufacturers who will ex- 
hibit, beginning Monday and continuing through 
Wednesday, May 6, at the Vanderbilt: 

Avon Shoe Co., E. Garofalo & Co., Laird, Schober & 
Co., Van Arden Shoe Co., Grossman’s Shoes, Ted Saval, 
Premier Shoe Co., M. Wolf’s Sons, Tupper-Preview, 
Schwartz & Benjamin, Jerro Brothers, Fox Shoe Co., 
Mackey-Starr, Inc., E. H. Strassburger & Co., Cardone 
& Baker, Zuckerman & Fox, Stetson Shoe Co., Seymour 
Troy Originals, Selby Shoe Co., Glesser, Grubs & Viner, 
LaValle Shoe Co., Beker, Friedman & Co., Bally, Inc., 
Newton, Elkin & Co. 


Boot and Shoe Recorder 





deserwe 


Stout hearted men in our fighting forces deserve the best . . . and they deserve to get it now. 
Every available force must be directed at speeding supplies so vitally needed. 

The Singer Engineering Service Department is maintained to assist sewing machine 
users in attaining the greatest efficiency with either new or old equipment. Men of wide 
experience in production methods are prepared to survey your plant, make time studies. 
analyze and synchronize your operations so that the greatest possible efficiency is attained. 

For complete information, call or write today. 


SINGER SEWING MACHINE CO. 


Manufacturing Trade Department 149 Broadway. New York, N. Y. 
Branches in all principal cities 
Copyright U.S.A. 1942 by The Singer Manufacturing Company. All rights reserved for all countries. 


REMEMBER...FOR VICTORY...KEEP BUYING WAR BONDS AND STAMPS 
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OTHER PEOPLE’S 


Graduations Are Soon Here 


A graduation gift certificate has 
been used by a store in Oregon for 
au number of years with surprisingly 
good results. One year, when a letter 
enclosing the certificate was sent to 
parents of 350 seniors in high school, 
the response was almost 50 per cent. 

The certificate looks much like a 
check, is about eight inches by three 
and a half inches in size, and is print- 
ed in black ink on green check paper. 
The wording is substantially as fol- 
lows: 

Graduation Gift Certificate 
Pay to the order of.............++. 
the amount of Five and no/100 dollars 
on any merchandise selected by July 1 
A. B. Blank and Company by....... 


The name of the graduate is typed 
in the first space, while the amount 
and head of the firm are printed in 
script. The last space is left blank 
for the signature of the person giving 
the certificate. All this last person 
has to do is sign the certificate and 
send it to the graduate. When the 
certificate is turned in by the gradu- 
ate, the store sends a bill to the per- 
son who authorized the gift. 

* * # 
Your Unpaid Advertisers 


Both in small towns and in large 
cities, people talk, and whether you 
realize it or not, what women say to 
their friends at bridge parties, church 
meetings and social gatherings where 
the talk inevitably touches on shoes 
and clothes, it affects your shoe busi- 
ness. You know as well as we do that 


by JOHN F. W. ANDERSON 


the best advertisement that a store can 
have is a satisfied customer. Especial- 
ly one that can be relied upon to talk. 
And if she says, “You know the Blank 
shoe store has the nicest shoes, the 
salesmen are so polite, etc., etc.,” it’s 
bound to influence the buying habits 
of her friends and acquaintances. But 
it she says the opposite, how badly 
she was treated, that the salesmen 
only seemed to want to get the money 
and you out of the store—look out or 
you'll be out of the shoe business. But 
remember above all that it’s the little 
things in your business, the slight 
mannerisms of your salespeople that 
will do the most to influence the cus- 
tomer’s judgment one way or the 
other. 
x * * 


Even Good Customers 
Complain—at Times 


Turning a shoe customer’s com- 
plaint into another sale is an art in 
which F. R. Terrell, proprietor of the 
Terrell Shoe Store, in Cairo, Illinois, 
specializes. 

As for example, shoe merchant 
Terrell has developed an unusual sug- 
gestion for one of the toughest com- 
plaints of all—the man who finds that 
the innerlining of his shoes wears out 
rapidly causing painful irritation. 

“Most such customers are those 
whose feet perspire excessively,” 
points out Mr. Terrell, “and the usual 
practice is to suggest heavier sox, 
foot powder, padding, etc. However, 
if the customer seems to have enough 
money to afford several pairs of shoes, 


we suggest the plan furnished us by 
another customer who was bothered 
with the same foot trouble. We simply 
sugggest to the customer that he buy 
three identieal pairs of the same shoe 
— and keep these in a row in his 
closet. Then we tell him to put on 
the pair on the right every morning— 
replacing them on the left of the row 
at night. In this way each pair gets 
a total of two days rest—plenty of 
time to dry out thoroughly. Our ex- 
perience is that this ratio of three to 
one is sufficient to put a stop to al- 
most all innerlining trouble—if the 
customer is willing to gamble at the 
expense.” 

Moreover, the store reports that 
more than half of the customers with 
this form of foot trouble are willing 
to gamble and do buy the extra pairs. 


* * a 


Are There Strangers in Your 
Town, Too? 


“From Washington to St. Louis 

Cunningham’s Welcomes Our New 
REA Families 

“Cunningham’s is eager to help all 
newcomers feel at home in St. Louis. 
We welcome our new neighbors . . . 
the employees of a great government- 
al agency now transferred here from 
Washington. 

“To these REA employees, and to 
all newcomers to St. Louis, Cunning- 
ham’s offers friendliest greetings. We 
want you to enjoy your new home 
here . . . to make the most of the 
many pleasures awaiting you in this 
great mid-western city. 
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“Like others, you will want to as- 
sure happy shopping experiences by 
making Cunningham’s your St. Louis 
store. Here you find many of the 
features you enjoyed at your favorite 
store back home. 

“We have arranged to give you the 
advantages of a Cunningham charge 
account promptly. Please clip the 
coupon below and mail to us without 
delay, so that you can have the full 
benefit of Cunningham services at 
once.” 

The above information was gleaned 
from a recent newspaper ad by 
Cunningham’s, St. Louis, department 
store. It was published on the oc- 
casion of the recent moving of the 
Rural Electrification Administration 
from Washington to St. Louis. 

Perhaps there are more strangers 
in your town — government workers, 
workers in defense industries, new 
businesses. - 

* * ~ 

“There’s Color Afoot!” 

(C. Crawford Hollidge, Boston) 


oe  @ 


Get Out and Walk 


With certain scarcities it now looks 
as though many of us are going to 
have to get down to basic fundamen- 
tals. In other words, with a scarcity 
of rubber tires, many people are going 
to have to learn to walk all over again. 
And that won’t do us any harm and 
it won't do the shoe store any harm— 
especially if he has a. good stock of 
comfortable walking shoes for both 
men and women. Publicize the fact in 
window displays and newspaper ads. 
Call up the local civilian defense office 
and tell them that you can outfit their 
members in good, sturdy, comfortable 
shoes. Tell your customers that you 
can fit "em right for walking and that 
you are even able to show them how 
to walk the most efficiently. 


* * * 


A Matter of Timing 


If you ran a men’s clothing store 
which also catered to men’s needs in 
shoes, what do you suppose would be 
the proper time for your salesmen to 
suggest to a clothing customer that 
they might also like to look at a pair 
of shoes to go with their new suit or 
coat. 

As a matter of fact, we recently 
dropped into the tremendous new 
Bond Clothing Store, in the center of 
Times Square, New York City. This 
by the way is located in the premises 
of the short lived International Casino 
and, when it was converted into a 
clothing ‘store, a large part of the 
interior was left as is. The store is 
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arranged with men’s furnishings on 
the ground floor, suits, overcoats and 
the shoe department on the second 
floor and the fitting rooms on the 
third floor. 

But to get back to our original 
question as to what is the best time 
to suggest a pair of shoes to a clothing 
customer. At Bond’s, in the fitting 
room they have set up alcove displays 
of shoes in the counter in the men’s 
fitting room. What is a better time 
to suggest shoes than after a man 
has picked out his suit and tried it 
on in the fitting room. The sale of the 
suit is all but over—he only has to pay 
for it. Then when he has the new suit 
on, he sees the shabbyness of his 
shoes in contrast to the new suit and 
his eye quickly notes the new shoes 
on display. The rest is easy for the 


salesman. 
* * * 


Important Message 


If you want to emphasize a small 
sign in the corner of your window, 
that is, a sign small in size, but with 
an important message, here’s a sug- 
gestion seen recently in a Brooklyn, 
New York, shoe store. 

A two-foot long red arrow is pasted 
diagonally across the window facing 
toward the sign in the lower corner. 
Shoppers can’t miss following down 
an arrow with their eye and are sure 
to see the sign at the bottom. 

* ~*~ 2 


“Show the Boys 
You're True Blue in... 
BLUEBERRY” 
(Maling Shoes, Chicago) 


* » * 


Shoemen’s Club Solves 
Personnel Problems 


In times like these when shoe stores 
are losing men to the armed forces 
and higher priced industries, perhaps 
you will be interested in the plan 
worked out in Owensboro, Kentucky, 
some time ago to train extra sales- 
people and to better shoe selling as a 
whole. 


As is common in many cities, the 
shoe retailers were faced with a prob- 
lem of securing extra help for peak 
selling days who had some knowledge 
of shoes and how to fit them. The 
only solution of the problem was to 
train people for this work themselves. 


The problem was brought up one 
morning when several shoe men were 
gathered for morning “cokes.” It was 
discussed further with other retailers 
and buyers of the city and all were 
very much interested in finding a 
mutual solution. The group organized 
and its first activity was the forma- 
tion of a class in shoe fitting and sell- 
ing. One of the shoe men who owned 
his own store was placed in charge of 
the training course. 

Through cooperation with the local 
newspaper, ‘stories were published of 
the club and announced that classes 
would be held for those interested in 
learning the shoe business. Applica- 
tions were limited to those over six- 
teen years of age and were taken by 
the Chamber of Commerce. 

Classes were held each Wednesday 
night at 7.30 for fourteen weeks in the 
various stores cooperating in the plan. 
All shoe merchants cooperated 100 
per cent. Each meeting was conducted 
hy the buyer or manager of the store 
in which it was held and he was 
assisted by the buyer or manager of 
the store where the next class was to 
be held. By holding them in all the 
stores, the students gained a knowl- 
edge of the store’s physical layout. 
facilities for handling customers and 
stock. The teaching setup made for 
a coherent plan of study as the person 
who would conduct the next class 
knew what was covered in the pre- 
vious meeting. 

Of the forty-three young men and 
women who took the course, twenty- 
one received certificates of merit. 
Some of the graduates received part 
or full-time jobs immediately. The 
names and addresses of the others 
were placed on file by the Chamber 
of Commerce and the state employ- 
ment bureau for future service. 





mean longer wear. 





SUGGESTIONS FOR BUYING HOSIERY 


1. Buy hosiery for a particular use. Higher price does not necessarily 


2. Buy four, five or even seven thread for general daytime wear. Buy 
three thread for dress-up and two thread for formal occasions. 

3. 30 denier nylon corresponds to 2 thread silk in weight; 40 denier to 
3 thread. Denier represents weight of yarn in nylon hosiery. 

4. Stockings should be about one-half inch longer than the foot. If 
you have a broad foot, buy extra size larger. 








An idea for a card to put in the package of every hosiery buyer. They'll 
appreciate your interest in prolonging the life of their hose. 
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MATCHED PAIRS IN ACTION! 


In a world of action CELASTIC—the quality box toe— plays an important 
part — sustaining the shape of the toe under conditions of extra hard wear 
and preserving the comfort and character in Matched Pairs that modern 
shoemaking creates with speed and certainty. 

CELASTIC adds to shoe performance by creating a durable toe structure that 


is true to the last, firm in the shoe and trim on the foot. 


UNITED SHOE MACHINERY CORPORATION 





EVERY PAIR OF SHOES MADE 


a 
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TO FEET IN MOTION ...-s: ; 


In footwear for the war workers of 


America there is no surer protection 


of toe comfort and appearance than 


box toes of CELASTIC. 


BOSTON, MASSACHUSETTS 


First of a series of camera master- 
pieces of motion by the famous 
Gjon Mili, made exclusively for the 
United Shoe Machinery Corporation. 


IN THE FACTORY 


Ease of toe lasting wins the ap- 
proval of manufacturersand their 
operators. Heat and moisture can- 
not change the structure or shape 
of a toe formed with CELASTIC. 


AT THE 
FITTING STOOL 


OELASTIC reproducesand main- 
tains the character lines of the 
last. The accuracy thus achieved 
is appreciated by the shoe store 
man—sought after by the con- 
sumer. 


ON THE FOOT 


The wearer finds comfort and 
satisfaction in toes that remain 
as formed to the last; in toe lin- 
ings that will not wrinkle; in tip 
lines that are flexible. 














Shoe Retailing at America’s War Outpost 


[CONTINUED FROM PAGE 22] 


and their only-fun is in spending it on 
sober articles such as shoes. 

The number one shoe from the mili- 
tary standpoint is the plain toe blucher 
monk strap. Closely following is the 
plain toe blucher lace oxford. These 
two run neck and neck as to color, the 
Navy buying black and the Army buy- 
ing tan. Another popular shoe in both 
black and tan is the strap jodhpur 
among the aviators. 

On the street sport shoes are worn 
the year round by men, but civilians 
now favor chiefly the wing tip brogues 
in both smooth calf or antique with 
fairly heavy soles. Also in great de- 
mand is the heavy solid and detailed 
moccasin toe blucher oxford. Casual 
and leisure shoes are very much in de- 
mand due to the blackouts, and the 
military law which forbids all persons 
from being on the street or in automo- 
biles after 9 p. m. 

For the defense worker there is a 
great demand for work shoes in leather 
and rope soles from the oxford type 
to as high as 17-inch boots. It is im- 


possible to stock enough work shoes, 
executives report. 

The war and martial law have thrown 
a new light on the picture of the wo- 
men’s shoe business. Because of the 
liquor ban and blackouts, social life is 
at a complete standstill. All persons 
are required to carry gas masks at all 
times and are soon to be issued hel- 
mets. This, with the grim atmosphere 
of a garrison city, plus the fact that 
no women are arriving from the Main- 
land with fresh style impetus, have 
practically eliminated high fashion 
from the Honolulu scene. 

These conditions and the strict ra- 
tioning of gasoline have brought about 
an unprecedented demand for flat and 
cuban heels. Most stores report that 
about 80 per cent of their sales are in 
low heeled or flat shoes. There is a 
demand for play shoes and house slip- 
pers, also. Many teachers, school stu- 
dents and business girls wear slacks at 
work. 

All evening shoes have been sadly 
stored away in basements until Hono- 
lulu once again becomes a lighted city. 





There'll Always Be a 
Shoe Business 
[CONTINUED FROM PAGE 16] 


guessed it, he’s reached: the plaza, has 
begun te untie his blanket and arrange 
its contents on the sidewalk for dis- 
play to passersby. 

He’s placing all types and sizes of 
pottery, colored corn, blankets, neck- 
laces, and handmade silver jewelry in 
orderly array to capture the eye of 
prospects. Seems incredible that he 
carried such a big load so far, with 
so little apparent effort. 

You still can’t see where he is get- 
ting in the shoe man’s hair? Just stick 
around a few minutes, maybe all this 
is subterfuge, camouflage, or some- 
thing. We found this fellow to be much 
smarter than we had at first though, 
you know. 

; Now he has a customer. It’s a tour- 
ist pricing a ring with a turquoise 
stone. “Two-fifty?” He'll take it. “And 
say, friend, what kind of shoes are 
those you are wearing?” 

Did you hear that? He is interested 
in Juan’s shoes. And Juan’s shoes 
aren’t shoes at all—they’re moccasins, 
and home-made at that. 

“Boy, they sure look comfortable. 
What are they made of?” 

Juan tells him that the uppers are 
made of buckskin, dyed brown. They 
don’t show the dirt that way. Some 
like them in the natural light gray 
color. The sole is of one piece of cow- 
hide cut to the shape of the wearer’s 
foot, and is then sewn to the upper. 
There is no insole, lining, tongue, laces 
or what not to confound the cobbler. 
The inside flap of the moccasin is 
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wrapped over the instep and is but- 
toned over a silver concha that is fast- 
ened on with a rawhide thong. That 
is all there is to them—except that the 
women sometimes like a higher upper 
with three conchas. Some of them even 
have the conchas set with turquoise, 
as in a ring. 

“Could you make me a pair like 
yous?” the tourist asks. 

Juan considers the proposition. The 





Parsons Entering 
Armed Service 


Str. Louis, Mo.— Harold Parsons, 
buyer of Sorority House shoes under 


HAROLD PARSONS 


Mareus Rice, general shoe merchan- 
diser, at Famous-Barr Company, here, 
has resigned his position to enter the 
country’s armed service. He will be 
succeeded by Dallas Neely, who has 
been promoted to the position of buyer. 


tourist is okey for his money. He 
bought a ring without dickering—and 
Juan had priced the ring up about 
fifty cents against such a contingency. 
He decides that he might possibly make 
the tourist a pair, so he nods his head. 

“When could I have them?” 

“Maybe one week, maybe two weeks,” 
Juan says. 

They arrive at a date—one week 
later—when the tourist will be return- 
ing homeward from the Coast. A price 
—six dollars—and Juan makes a draw- 
ing of the stranger’s sock-foot. 


Time to Bring Back 
The T-Strap 


[CONTINUED FROM PAGE 17] 
War Reflected in All Styles 


When a necessity, like wartime con- 
ditions, dictates styles, the result need 
not be a lack of style. Just a different 
style. You don’t need to be told, for 
instance, that suits in undyed grey 
flannel are smart this Spring. You 
know they are and you know that it is 
because the government needs dye 
chemicals for war industries. Out of 
this necessity, designers and manufac- 
turers have created a new style. 


T-Straps in the Trend 


If the T-strap comes back strongly 
—and we think it might—it will not be 
just another war style born of war- 
time needs. That will be one reason for 
its revival. Another reason will be the 
natural swing of the pendulum that 
brings a style back every decade or so. 
In 1932 a T-strap was shown in a 
RecorDER fashion story as one of four 
style hits at Palm Beach. In that same 
year tongueless*ghillies and one, two 
and three eyelet sandalized ties were 
also popular. The feeling for a san- 
dalized shoe with some break over the 
instep is seen in the popularity of all 
these styles. This year tongueless 
ghillies, espadrilles and ballet shoes 
show the same trend. 


Designed for Foot Comfort 
[CONTINUED FROM PAGE 23] 


to the completeness of its service, 
equipment and personnel. As is shown 
in the photographs each customer is 
given individual attention from the mo- 
ment he or she enters the store. Greai- 
est emphasis is placed on proper fit and 
selection of the correct type of shoe. 
The Cleveland Shop is the latest ad- 
dition to Dr. Scholl’s Foot Comfort 
Shops, Inc., a nation-wide organization 
operating in most of the larger cities 
in the country. In addition, nearly 50 
individually owned and operated shops, 
following the same plan and program 
as used in Dr. Scholl’s own shops, are 
in operation from coast to coast. Evi- 
dence of the success of this dealer- 
owned shop plan is seen in its rapid ex- 
pansion, for the first shop of this type 
was opened only about three years ago. 
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INDUSTRY ANSWERS THRE CALL! 


32,145 Firms With Over 
17,700,000 Employees 
Have Installed the . . . 


PAY-ROLL SAVINGS PLAN 


* a 


Have YOU Started the Pay- Roll 
Savings Plan in YOUR Company? 


Plan Easy to Install 
Like all efficient systems, the Pay-Roll Savings 


Like a strong, healthy wind, the Pay-Roll Savings 
Plan is sweeping America! Already more than 
32,000 firms, large and small, have adopted the Pian, 
with a total of over seventeen million employees— 
and the number is swelling hourly. 


But time is short!..More and more billions are 
needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 
participate in the regular, systematic purchase of 
Defense Bohds. The Plan provides the one perfect 
means of sluicing a part of ALL America’s income 
into the Defense Bond channel regularly every pay- 
day in an ever-rising flood. 

Do your part by ‘installing the Pay-Roll Savings 
Plan now. For truly, in this war, this people’s war, 
VICTORY BEGINS AT THE PAY WINDOW. 


Plan is amazingly easy to install, whether your 
employees number three or ten thousand. 

Fer full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 
partment, Section C, 709 Twelfth Street NW., 


MAKE EVERY PAY-DAY... BOND DAY'! 


U.S.Defense BONDS * STAMPS 
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GILASH 
BUILT-IN 
FILLER AND 
TOE ANCHOR 











with Gilash Cord Sole shoes. 


SEND FOR CATALOGUE 





For longer, safer wear in boys’ shoes 


GILASH 


GIVES YOU MORE TO OFFER WITH 
PATENTED GILASH soOLes 


Our Patented Built-in Filler eliminates the 
usual cork filler. It is molded to and becomes 
a part of the outer-sole, as a one-piece unit, 
giving at least 40°%/, more wear where the 
real wear comes. 


The Patented Toe-Anchor consists of two spe- 
cial steel washers molded in the sole, securely 
anchoring the toe of the sole to the innersole. 
No curling . . 
cannot pull loose. Kicking and scuffing have 
no effect. The sole is on to stay. 


The weight and quality of leather soles is now very un- 
certain. Give your customers the best in wear ond style 


GILASH sor co-":" 


. no peeling . . . no rolling ... 


No. 203 

Black Elk 
1-4+—B C D 
é/,-11—B C D 

No. 20! 
Same in Tan 
1-4+—B C D 


6/-1I—B C D 
11-132—C and D 














Rapport Buys for May Co. 


Los ANGELES, CALIF.—Ben Rapport is 
now basement shoe buyer at The May 
Co., coming here from holding a similar 
job with Gimbel Bros., New York City. 
He succeeds Chris F. Stott, who re- 
signed to do his bit with the armed 
forces of the country. 


Early Orders Being Placed 
For Fall Shoes 


Boston, Mass. — Orders for Fall 
shoes are being placed early this year 
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in the Boston market, it is reliably 
reported. One trade authority, after 
making what he considers an adequate 
survey, is convinced that buying is at 
least twenty per cent higher than at 
the same time last year, which he con- 
siders to be indicative of an almost jit- 
tery condition. Fear that there may be 
a shortage later or that competing buy- 
ers will decide to place orders with more 
than their usual number of sources in 
order to build up large inventories, 
seems to be a dominant characteristic 
of the market as of today. 

The buying done to date, it is learned, 
has been mostly by the larger operators, 
the independent merchant feeling either 


that the shortage will not develop, or 
that he had better wait until he can 
go into the market with cash. 

The monthly index of orders issued 
by the Associated Industries of Massa- 
chusetts shows that orders placed in 
this state alone, during the month of 
March, were ten per cent larger than 
during the same month in 1941. Buy- 
ing since the end of March has almost 
doubled, it is believed. 


Kaut-White Shoe Co. Moves 


Sr. Louis, Mo.—Kaut-White Shoe 
Company, manufacturers of children’s 
shoes at Ironton, Mo., moved their 
factory to Potosi, Mo., late in April. 
Following a disastrous fire which com- 
pletely destroyed their Ironton factory 
last Christmas day, this concern has 
been producing shoes in four small 
buildings in Ironton. For a time their 
plans called for rebuilding their plant 
at Ironton, but due to the difficulty in 
acquiring materials they decided to 
move to Potosi and occupy a large, new 
and modern shoe factory building, the 
property of the Potosi Realty Co. 

This new building includes one floor 
and a basement, having some 26,000 
square feet. The capacity will be about 
5,000 pairs per day. 

Wm. Kaut, Jr., president; Ed. White, 
vice-president and treasurer, and Jim 
Wesseling, vice-president in charge of 
sales to volume accounts, all expressed 
regret over having been forced to leave 
Ironton. Potosi is only 27 miles from 
Ironton, so that a large proportion of 
the Kaut-White employees- will move 
with the factory. 


March Shoe Output Up 


New York—According to the Tan- 
ners’ Council of America, estimated 
shoe production in March amounted to 
45 million pairs. This represented an 
increase of 12.5 per cent over February 
when output totaled 40,007,000 pairs. 
March production was also greater than 
a year ago when 43,153,000 pairs were 
produced. The high level of output in 
March was due to a great extent to an 
early Easter as well as increased Gov- 
ernment orders. 

April shoe output, according to man- 
ufacturers’ reports, will continue at a 
high level although probably lower than 
the total reached in, March. 

Comparative totals for the first three 
months of the past few years are shown 
below: 

1942 (Estimated) 
1941 
1940 
1939 
1938 
1937 


124,834,000 
119,116,000 
106,183,000 
113,000,000 

98,580,000 
122,718,000 


New Dr. Scholl Store 


Fort Wayne, Inp.—A Dr. Scholl 
Foot Comfort Shop was opened recently 
at 208 West Berry Street, and is op- 
erated by the Misses M. and K. Shan- 
ley. 
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Tanners to Study Effects of War Program 


Annual Spring Meetin 
Astoria, New York, 


nt of of Tanners’ 
ay 7, 8, to Analyze and Interpret 


Council at Waldorf- 


Consequences of War Schedules on Civilian and 
Military Output. Prominent Speakers Repre- 
senting Government Agencies to Attend 


New YorK—The first wartime meet- 
ing of the Tanners’ Council, the annual 
Spring meeting which is scheduled for 
May 7 and 8 at the Waldorf-Astoria, 
here, will be the most vital convention 
the leather industry has held since 
1918. In five months the resources of 
the industry have been mobilized for 
war; since Dec. 7 tanners have in- 
creased production for military pur- 
poses almost 400 per cent. A steadily 
increasing proportion of the nation’s 
output of leather is moving directly or 
indirectly into war goods. 

The repercussions of a war economy 
upon the tanning industry and upon 
related industries are first becoming 
apparent. At this meeting, the immedi- 
ate and prospective consequences of the 
war program will be appraised. A 
series of round tables will analyze 
military requirements, civilian demand, 
inventories, raw material supplies, al- 
location, price ceilings, priorities, and 
means of capital protection. In these 
discussions, every subject of present 
significance for tanners will be can- 
vassed. Officials of war agencies will 
present addresses or join in the dis- 
cussion at the round tables. 

Major Joseph W. Byron, Chief, 
Leather and Shoe Section, WPB, will 
be the principal speaker at the first 
luncheon session. At the second lunch- 
eon session on May 8, an address will 
be made’on Economic Relations in the 
Western Hemisphere by one of Nelson 
Rockefeller’s assistants in the Office of 
Inter-American Affairs. 

The two-day program is as follows: 
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THURSDAY, MAY 7 


9:00 A.M.—REGISTRATION 
10:00 A.M.—RoUND TABLE 
“Leather Demand” 
Speaker—I. R. Glass, 
Tanners’ Council. 
Discussion—E. L. Drew, War Pro- 
duction Board; A. J. Spring, War 
Production Board. 

This session will cover prospective 
military requirements as well as the 
outlook for meeting essential civilian 
needs. Other officials of the WPB and 
members of the Quartermaster’s staff 
have been invited to participate in the 
discussion. 


Economist, 


11:00 A.M.—ROoUND TABLE 


“Hide & Skin Supplies To Meet 
Demand” 
Speaker—Merrill A. Watson, Execu- 
tive Vice-President, Tanners’ Coun- 
cil of America. 

The problem of how available sup- 
plies shall be distributed under war 
conditions. Questions of supply and 
allocation will be discussed. 


12:00 M.—LUNCHEON 


Chairman’s Address—Everett W. Per- 
vere, Acting Chairman of Board. 
Address—Major Joseph W. Byron, 
Chief, Leather & Shoe Section, WPB. 


2:30 P.M.—RouND TABLE 


“Tanning Materials and Supplies” 
Speaker—Dr. Fred O’Flaherty, Tan- 
[TURN TO PAGE 41, PLEASE] 


SATURDAYe 
MAY 2, 


1942 © 


F. C. Donovan Honored by 
Boston Boot and Shoe Club 


Boston, Mass. — Approximately 150 
members and guests attended the fifty- 
third annual meeting of the Boston 
Boot and Shoe Club on the evening of 


FRANCIS C. DONOVAN 


April 22 at the Copley Plaza Hotel, and 
were entertained by colored motion pic- 
tures of life in war-torn England by 
Colonel Edwin H. Cooper. Preceding 
the entertainment, the annual business 
meeting was held and all officers of the 
club were re-elected to serve during the 
1942-1943 term. 

In presenting the nominating com- 
mittee’s report, Colonel Charles T. Ca- 
hill lauded the leadership shown during 
the past year by President Donovan 
which, he said, accounted for an in- 
crease of 25 members and a new spirit 
of camaraderie seldom seen in business- 
social meetings. Mr. Donovan, in ac- 
cepting his re-election as president, 
pledged to continue his efforts to ex- 
pand the club’s social activities and 

[TURN TO PAGE 41, PLEASE] 
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Complete Style Range Indicated in Window 


New Orleans, La.—The men's shoe department at Godchaux's featured this in- 
teresting and attractive window of Walk-Over shoes recently. An abundance of 
sizes and styles for all occasions was indicated by the use of shoe boxes in the 
display. Note that this is a selling window, that nothing detracts from the mer- 
chandise which is on display. The men's shoe department at the Godchaux store 


is in the charge of Harry Davis. 





Advise on Care of Rubbers 


New York — The Rubber Manufac- 
turers Association has issued the fol- 
lowing instructions on the care of rub- 
ber footwear, which should be of in- 
terest to all wearers and sellers of this 
type of merchandise: 

“Treat your rubbers as you would 
potatoes! 

“That is the advice of the Rubber 
Manufacturers Association to wearers 
of rubber footwear. For rubber is 
fundamentally a vegetable, made from 
the milk of a tropical tree, and eventu- 
ally loses much of its ‘life’ when ex- 
posed to direct sunlight or heat. 

“With the proper care of rubbers and 
overshoes becoming more and more im- 
portant as our rubber supply is used 
for war needs, the rubber footwear 
manufacturers urge every American 
family to get the largest possible use 
from their present rubbers and over- 
shoes before buying new ones. 

“Your rubbers, like potatoes, gradu- 
ally deteriorate when stored away. 
They last longest in a cool, dark place, 
away from heat and sunlight. They 
should be used when the weather re- 
quires a waterproof foot covering. 

“If you have extra pairs of rubbers 
or overshoes in your closet or attic, the 
rubber industry urges you to dig them 
out and put them to use on the feet of 
friends or neighbors. 

“If your rubbers get dirty, clean 
them with mild soap and water. Avoid 
oily or greasy cleaning compounds as 
they are natural enemies of rubber.” 


War Industry Influences Style 


BIRMINGHAM, ALA.—War conditions 
have proved a powerful stimulus to the 
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shoe trade in Birmingham, one of the 
key defense cities. David Feinefeld, 
head of the shoe department of J. Blach 
& Sons, says that the sale of oxfords is 
reaching a new high. For women in 
uniform and for thousands of others 
engaged in activities growing out of the 
present situation, sturdy oxfords with 
flat heels or medium heels are a “must.” 

But after the day’s work is over, 
women are turning with new apprecia- 
tion to flattering, colorful, styles. Red, 
white, and blue are to the fore in gay 
spectator pumps and other modes of the 
moment. Mr. Feinefeld reports -all- 
whites, and whites with brown or blue 
trim among the most popular sellers. 
Black patent, wheat linen, green, and 
beige are also in demand. 


Cooperate in Foot 
Health Week Promotion 


OAKLAND, CAL. — Oakland shoe mer- 
chants cooperated in National Foot 
Health Week by featuring shoes for 
public wolking needs. Besides special 
window displays, a two-page newspaper 
spread was used. Advertisements of 
eleven shoe merchants surrounded news 
copy illustrating late health styles and 
emphasizing the inportance of foot 
health. 

Special attention was called to the 
importance of proper shoes for walk- 
ing, due to the tire shortage and in- 
creased pedestrian traffic. The fact that 
walking is good for the health was also 
played up. A chart showing that foot 
trouble often starts with infants, and 
increases yearly thereafter due to im- 
properly fitted shoes, showed the im- 
portance of foot health to both children 
and adults. 











MAKING THE MOST OF 
A GOOD OPPORTUNITY 


Mr. D. A. Green 


HEALTH SPOT SHOE SHOP 
106 WEST BERRY STREET 
FORT WAYNE, INDIANA 


For the month of March, Mr. 
Green earned the largest profit 
check ever issued to an indi- 
vidual Health Spot operator. 


His store is high on pairage 
due to his ability to make 
friends of his customers, thus 
gaining their repeat business 
and that of friends and rela- 
tives they send in. 


Because the Health Spot Shoe 
Shop plan pays the operator 
a liberal share of the profits 
in addition to a regular salay¥, 
his earnings are increasingly 
higher as the store’s volume 


‘grows month after month, year 


after year. 


Unlike many men who fail to 
see an opportunity when it 
comes to them, Mr. Green saw 
the tremendous possibilities 
open to him as a Health Spot 
operator—and he made the 
most of it. 


This kind of success story is 
being repeated in Health Spot 
Shoe Shops all over the coun- 
try. 


NO INVESTMENT REQUIRED! 
There is a constant demand for 
the right kind of men to oper- 
ate Health Spot Shoe Shops. 
Send for your application 
blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 







































your sole leather. 





whole Side. 











YOUR SOLE 


All parts of a SIDE of sole leather are in some 
way useful in shoemaking. Outsoles come from 
the part of a side called the BACK. The best 
from the BEND section of the back. Backs are 
cut into BLOCKS and STRIPS to serve varying 
outsoling methods. Study the charts. Know 


KISTLER SOLE LEATHER 
A Balanced Tannage 


is noted for fibre strength, fine grain, rich color, 

moisture resistance, flexibility, and 100% ser- 

viceability for every iron of thickness. Men’s 

shoes bottomed with this sole leather retail 

readily and steadily at profitable prices. 

member, no shoe is better than its sole leather. 
ee 


The Head, Shoulder and Belly sec- 
tions are the least desirable of the 
ee 
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“LEATHER COMPANY 








Plan to use Kistler Sole Leather 
and enjoy the benefits of steady 
sales at profitable prices,created 
by the satisfaction it gives. 
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Fair Trade Practice 
Bill Passed 


BurFraLo, N. Y.—Buffalo shoe retail- 
ers, along with other shoe retailers 
throughout the state, won their fight 
in the closing hours of the 1942 Legis- 
lature for the passage of the Feinberg- 
Delaney Fair Trade Practice Bill by a 
vote in the Assembly of 89 to 44. Earlier 
in the week the Senate passed the bill 
29 to 14. Assemblyman Harold B. Ehr- 
lich, of Buffalo, led the fight for the bill 
on the Assembly floor. He was sup- 
ported by Majority Leader Irving M. 
Ives. 

The bill was supported by the Buffalo 
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Retail Merchants’ Association, Chamber 


' of Commerce, The Greater Buffalo Shoe 


Retailers’ Association, Buffalo Indus- 
trial Shoe Dealers, Buffalo Furniture 
Association, Buffalo Druggists Associa- 
tion, New York State Shoe Retailers’ 
Association, Rochester Shoe Retailers’ 
Association, New York State Council 
of Retail Merchants, Council of Albany, 
N. Y., and many others. 

An All-Out Victory Meeting will be 
held shortly. The Greater Buffalo Shoe 
Retailers’ Association and Affiliated 
Shoe Trades will have as their guest 
Assemblyman Harold B. Ehrlich. He 
will explain the new law in detail. 51 
new members will be admitted. 





William De Forrest Gibson 


New YorK—William De Forrest Gib- 
son, 62, vice-president of E. P. Reed & 
Company, Rochester, N. Y., died at 
St. Luke’s Hospital, here, recently. His 











WILLIAM DeF. GIBSON 






home was in Groton, Conn. He had been 
ill four months. 

Mr. Gibson was in shoes all his adult 
life, from the time he was a clerk in 
Eastwood’s, Rochester. He learned shoe 
fitting at the fitting stool and then 
joined E. P. Reed’s factory. They sent 
him to New York City, where he was 
salesman for the New York territory 
and he became, perhaps, the outstand- 
ing salesman of quality shoes in the 
United States. He was a tireless worker. 

He was released from his heavy 
duties two years ago, and this gave him 
an opportunity to spend a little more 
time in Florida. 

Funeral services were held in New 
York City; burial at Kew Gardens. 

As an American and as a shoe man, 
he had that “plus” that goes to make a 
strong personality, an effective worker, 
a successful business man and a sincere . 
friend. 


T. Eaton Adkins 


PETERSBURG, Va.—T. Eaton Adkins, 
proprietor with his brother, E. G. 
Adkins, of the D. D. Adkins Shoe Store, 
here, died in Richmond, Va., recently. 
He had been associated with the busi- 
ness for more than 40 years, and had 
been a partner for more than 30 years. 
Mr. Adkins was active in church af- 
fairs and was a deacon of the First 
Baptist Church. He was also a past 
chancellor-commander of Naomi Lodge, 
No. 30, Knights of Pythias. 

The Adkins business was founded in 
1878 by D. D. Adkins, father of T. 
Eaton and E. Gordon Adkins, and has 
been in continuous operation for 64 
years. The business, which is in the 
main business center of Petersburg, has 
been conducted in the same location for 
42 years. 

Mr. Adkins is survived by his widow, 
Mrs. Mattie Elizabeth; one son, Thomas 
Eaton, Jr.; a daughter, Elizabeth; his 
brother, E. Gordon; and three sisters. 
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Shoe Situation in Mexico 


SO far, Mexico City’s retail shoe trade seems practi- 
cally unaffected by the war. Rich and varied stocks 
are displayed; Easter sales showed 100 per cent increase 
in turnover. No hoarding of shoes by the public is 
reported, though prices are slowly rising and at present 
are about 30 per cent higher than two years ago. 

Fashion is putting emphasis on American styles. The 
extremely high heels in women’s footwear are giving 
way to Cuban, Japanese (tiered wedge) and platform 
heels. The pyramid (Dutch Boy) heel is the new lead 
for this season. Men have abandoned the thin-soled 
elegant shoes which have been the leading fashion for 
years, and wear mostly sport styles with thick soles. 

Spring filled show windows with all kinds of Summer 
and beach shoes. White lagged behind color combina- 
tions with white. Soles of these were of rubber or rope, 
and of leather. A new attractive sandal, braided of 
strips made of an imported synthetic composition, has 
been introduced. Bathing slippers with soles of luffa 
(vegetable dish cloth) and lining and uppers of Indian 
cotton tweed are on the market. 

While retailers are placing orders as usual, manu- 
facturers are beginning to feel some of the consequences 
of war conditions. The first item to be scarce is rubber, 
though no serious shortage has yet been noticed. 
Buckles, steel plates, all metallic items, are a problem. 
Chemicals like chrome salt, aniline, etc., are subject to 
careful planning. Yet the large suppliers state that 
Mexico has a stock of all necessary items for regular 
production for one or two years. 

The question of hides is one that bothers manufac- 
turers, because there is a shortage and prices have gone 
up considerably. This is due in part to the fact that 
meat consumption is decreasing swiftly, and conse- 
quently less cattle is slaughtered. Partly it is a result 
of the huarache fashion in the United States. Last sea- 
son about 400,000 pairs of huaraches were sold abroad; 
this season the figure has already reached 1,200,000 
pairs, cutting deep into the calf hide stock. Although 
exportation of raw hides has already been forbidden, 
prices have continued to rise. 

Mexican manufacturers have been facing a greater 
export demand than usual. Deals with the United States, 
Cuba and other Latin-American countries have in- 
creased exportation figures of tanned leather and fin- 
ished shoes. While the Mexican industry can supply 
the national market, it is not in a position to deliver 
relatively large quantities outside the country. 

Importation has become increasingly difficult; regu- 
lations and restrictions limit activity in this field. Since 
practically every shoe made in this country contains 
imported material, and machines and parts come from 
abroad, this is a real problem. Supply from Europe has 
stopped completely, other Latin-American countries 
have nothing to sell, and imports from the United States 
depend on Washington’s decisions. 
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SHOES:25 MONTH a 


Two of over 
100 smart In- 
Stock Styles 


Foot Transportation” 


HEADED YOUR WAY 


Men's feet are being called on for many times the ser- 
vice that was expected of them previously. No wonder 
there are twinges and aches. And no wonder men are 
reading in leading magazines advertisements of the 
perfect “Foot Transportation” offered by Wright Arch 
Preserver Shoes. If you can supply it, you can count 
on extra sales, followed by repeat business. 


Based on advance orders and Florida sales, the best 
sellers this month will be Stock No. 572, the classic 
white buck with brown trim; and No. 534, a smart 
ventilated model in two-tone brown. 


A limited number of 
franchises are open. If 
you're interested in this 
nationally advertised fea- 
ture shoe, drop a line to Ri, .. s 
E. T. Wright & Co., ” Raise 
Dept. BSS, Rockland, * 


Massachusetts. 4. Correct 
rch 


WRIGHT ae 


Arch Preserver Shoes 


FOR ACTIVE MEN 





4 HIDDEN 
COMFORT 
FEATURES 


1. Patented 
Shank 
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St. Louis Jobs 





$5 TO $10.75 
RETAILERS 


St. Louis" finest makes always 
on the floor. 


JOBS ... SAMPLES 
CANCELLATIONS 


Women's better s 
in dress and sport =. 


SCHNEIDER SHOE CO. 
1404 Washington Ave., St. Louis, Mo. 
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Golf Shoes 


oo 


REMOVABLE SPIKES 
MOCCASIN TOES 
COLOR COMBINATIONS 


Price $3.60 
Send for New Catalog 


THE ARNOFF 
SHOE CO., INC. 


101 Duane St. 
New York, N. Y. 
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McGinnis Travels Southwest 


for Johansen 


St. Louis, Mo.—Robert McGinnis of 
Johansen Brothers Shoe Company, here, 
will represent the firm in the South- 
western territory, it was announced re- 
cently. He succeeds W. T. Stephenson, 
who passed away on April Ist. 

Mr. McGinnis represented the com- 
pany on the West Coast for the past 
two years. Prior to that time he worked 
in the sampling department at the plant 
and in other departments where he 
gained a thorough and practical knowl- 
edge of the business. He will make his 
home in St. Louis. ° 
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Central States Fair 
A Buying Convention 


Cuicaco, ILt.—Defens: bonds will be 
offered as prizes to shoe retailers at- 
tending the Central States Shoe Fair 
to be held in Chicago at the Hotel Mor- 













































URBAN K. ALLEN 


rison, May 17, 18, 19 and 20. The prizes 
will be awarded at the Shoe Frolics on 
the evening of May 19, the main enter- 
tainment feature of the convention, 
Urban K. Allen, publicity chairman, an- 
nounces. To be eligible each retailer 
must register at the reception desk to 
be maintained for the event. 

Pointing to the fact that this will be 
a buying convention, Mr. Allen reports 
that a record number of retailers have 
already indicated their intention of at- 
tending. Showrooms will be ‘open 
throughout the days and evenings that 
the convention is in session, with the 
exception of the latter part of the eve- 
ning of Tuesday, May 19, when all 
will be invited to attend the Shoe 
Frolics in the Terrace Casino, he states. 
A buffet supper will be served at this 
event, and an outstanding floor show 
including picked acts by leading enter- 
tainers in this part of the country, will 
be presented. There will be dancing 
throughout the evening. Mr. Allen, to- 
gether with Curtis Johns, is in charge 
of this event. 

W. J. Crawford and Algot Bowman, 
both leading Illinois retailers, co-chair- 
men of retailer attendance, report that 
they expect this to be the best attended 
regional convention ever held in this 
section of the country. Sid Weber, a 
convention vice-chairman, and an offi- 
cial of the Wisconsin Shoe Retailers’ 
Association, is one of the sponsors of 
the event, reports that his state will be 
responsible for a good attendance. A 
number of advance registrations have 
already come into convention headquar- 
ters at the Morrison Hotel in response 
to a special “retailer to retailer” letter 
sent out last week. 








Several specialized types of exhib- 
itors, including play shoe manufac- 
turers and producers of work shoes, 
have been added to the list of exhibitors 
during the last week, according to 
William L. Drummond, in charge of 
reservations. All types and price 
ranges of shoes will be represented. 

Interest in the show is especially 
keen among traveling salesmen, Ronald 
K. Lips, chairman of salesmen attend- 
ance, reports. “As the slogan indicates, 
this is a show where retailer and sales- 
man meet and this year it means more 
than ever. It means that at a mini- 
mum expense each retailer can see a 
large number of his regular salesmen 
and each salesman a large number of 
his regular retailers all in one central 
location. This is in keeping with the 
times, since meeting at one central mar- 
ket means a saving in travel expense 
for all.” ,. ; 







Hold Salesmanship Meetings 


Santa Monica, Cauir.—A “kick-off” 
dinner culminated a series of eight 
meetings on salesmanship held in this 
city under the auspices of the Santa 
Monica Evening High School. Harvey 
D. Pease,- Coordinator, of Distributive 
Education, under whose able guidance 
this series of highly informative gather- 
ings took place, acted as master of 
ceremonies. Twenty-eight conference 
members who attended the meetings 
heard a highly inspirational talk by 
Harry J. Evans on “The Thrill of a 
Sale”. Mr, Evans’ remarks were ampli- 
fied by three motion picture reels which 
took his audience through the Julian & 
Kokenge shoe factory and showed them 
in detail the effects of good shoe fitting 
and improper shoe fitting. After the 
meeting a long discussion on the vari- 
ous points made by Mr. Evans held the 
close attention of the gathering. 

This meeting also sounded the key- 
note of Foot Health Week in the Santa 
Monica shoe stores, by being held the 
first day of this highly important week. 
In commenting on this fact Mr. Evans, 
who is Western representative for 
Lockwedge Corp.,- dwelt on the im- 
portant part properly fitted footwear 
is playing in the war effort. 

Other speakers were Wm. Ware, sec- 
retary of the Santa Monica Chamber 
of Commerce, through whose efforts the 
meeting was promoted, and Harry R. 
Terhune, field editor, Boor AND SHOE 
RECORDER. 

Throughout this series of meetings, 
Mr. Pease made free use of current is- 
sues of Boot AND SHOE RECORDER as a 
factual basis for educational purposes. 
The Shoe and Leather Lexicon was also 
used as a background for informative 
quiz programs at a number of meetings. 
Shoe fitters and merchants were loud in 
their praise of the way in which Mr. 
Pease ¢onducted the meetings and of 
the great amount of practical informa- 
tion gained by all. 

The local Leeds store held ‘the at- 
tendance record. 
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Donovan Honored by 
Boston Boot and Shoe Club 
[CONTINUED FROM PAGE 35] 


called upon all members to bring in 
their own associates and friends. A 
rising vote of thanks was extended Sec- 
retary Maxwell Field, for his untiring 
efforts in behalf of the club. 

The re-elected officers are: President 
and treasurer, Francis C. Donovan; 
first vice-president Arthur L. Evans; 
second vice-president, John E. Danieds; 
third vice-president, W. J. McHenry; 
and secretary, Maxkell Field. 

Executive committee: Charles T. Ca- 
hill, Harry M. Came, Alfred F. Dono- 
van, Albert Doyle, Harry E. Gardner, 
James T. Gormley, Julius Hollander, 
Paul C. Krippendorf, Fred Lesh, Jr., 
Francis B. Masterson, John F. Murphy, 
S. N. Nectow, Raymond A. O’Shea, Wil- 
liam M. Slattery, James E. Wall, and 
Eugene L. Wyman. 


Tanners to Study War 
Program Effects 
[CONTINUED FROM PAGE 35] 


ners’ Council Research Laboratory. 
The purpose of this round table is an 
examination of supply conditions in 
tanning materials. Representatives of 
supply firms have been asked to con- 
tribute to the discussion and officials 
from WPB will be present. 


3:00 P.M.—RouND TABLE 
“Specifications for Military Leathers” 


3:30 P.M.—Group MEETINGS 
(For Members Only) 


7:00 P.M.—BOoarRD OF DIRECTORS’ 
DINNER 


FRIDAY, MAY 8 


9:30 A.M.—ROUND TABLE 

“The Hide and Leather Schedules 

In Operation” 
Speaker—John H. Patterson, Chief, 
Hide & Leather Section, OPA. 

The operation of price schedules on 
tanners’ sales and domestic hides has 
created many problems. The head of 
the Hide & Leather Section of OPA 
will attempt to clarify these questions 
and indicate the objectives being fol- 
lowed by OPA. 


10:30 A.M.—RouUND TABLE 


“Priorities In The Leather Industry” 
Speaker—George G. Orrick, Priori- 
ties Specialist, Leather & Shoe Sec- 
tion, WPB. 
The speaker will review develop- 
ments in the priorities system and 


stress the procedure to follow in secur- 
ing preference ratings. Attention will 
be given to the Production Require- 
ments Plan and to the priority status 
of war work as well as essential civilian 
output. 
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EXPERTS 


VERY FOOT REST is 
made in Cincinnati by 
skilled Cincinnati shoe- 
makers, many of whose par- 
ents and grandparents also 
devoted their lives to making 
fine shoes for Krippendorf. 
Cincinnati workmanship con- 
tributes much to the greater 
beauty and quality which 
women find in Foot Rests. 
It shows in the shoes! 


rerun. $695 ro $795 


Slightly Higher Denver West 
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FOOT REST 





THIS SHOE HAS 
EVERYTHING 


s 
* NATIONAL ADVERTISING IN 
® Vogue ® Ladies’ Home Journal 


@ McCall's © Good Housekeeping 
® The Instructor 


* Verifiexible Construction 
* Cincinnati Quality 

* Seventy Stock Shoes 

* Specialization One Brand 
* Four-Spot Comfort 

* Smartest Styles 

* Markup 40% to 42% 

* Welts and Littleways 

* Quick Turnover 











THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 


NEW YORK SHOWROOM: MARBRIDGE BUILDING 





11:30 A.M.—RouUND TABLE 


“Capital Protection For Tanners” 
Speaker—Oliver Wellington, Scovell- 
Wellington Co. 

The possible reduction in tanners’ 
inventories creates difficulties in the 
protection of capital resources. The 
threat as well as means of protection 
will be discussed. 


12:30 P.M.—LUNCHEON 


Address-— 
“Economic Relations In The Western 
Hemisphere” 
(Speaker to be announced) 





2:00 P.M.—EXHIBIT AND ADVISORY 
SESSION 
“Military Leathers” 

An exhibit of military leathers and 
leather products. Procurement officers 
from the several services will be pres- 
ent to answer members’ questions. 





Correction 


In the Pli-Mode Shoe Company. ad- 
vertisement which appeared on page 54 
of the April 25th issue of Boot AND 
SHOE RECORDER, the price of the Mex- 
ican huarache is given as $2.50. This 
is a typographical error; the price 
should be $2.60. 
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The C. A. Haines 
Shoes for Children 
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SUPERIOR SHOE CO., ‘Mfrs. 
508 S. Peoria St. Chicago 
American fear * ,- 22 & Bre. Co. 
o Vee - ae fx. — By 
Jayson Shoe Co. . . . Les Angeles, Cal. 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York €ity 

















Foot Measuring Devices 
Ordered by Army 


Boston, Mass. — Five. hundred foot 
measuring devices are to be manufac- 
tured for the United States Army by 
the Brannock Device Company of Syra- 
euse, N, Y., it was announced recently 
at the local Army Base. The unit price 
is $25.00. The award was made April 
24 and delivery is to be complete not 
later than Nov. 20. 

The E. J. Givren Shoe Co., of Rock- 
land, Mass., and the Doyle Shoe Co., of 
Brockton, are to share in an order for 
319 pairs of service shoes at a price 
per pair of $3.62. 
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New York Group Plans One-Day Meeting 


New York State Shoe Retailers’ Association to Hold Get- 
Together in Syracuse, June 14th, in Lieu of Convention 


Originally Scheduled for Buffalo. Regular Conven- 
tions Postponed for the Duration 


Rocuestor, N. Y.— Directors of the 
New York State Shoe Retailers’ Asso- 
ciation announce that a one-day get- 
together of shoe retailers, manufactur- 
ers and salesmen at Syracuse Sunday, 
June 14, will take the place of the three- 
day convention which was scheduled to 
begin at Buffalo on the same date, but 
which has been called off because of 
War emergency conditions. This di- 
cision followed swiftly as letters came 
in from members in all parts of the 
state suggesting that a change in plans 
be made to conform to a change of con- 
ditions in the shoe industry. It was 
decided not only to postpone the Buf- 
falo convention, but to hold no regular 
convention until the war is brought to 
a victorious ending. 

All agree, however, that epochal 
problems face the shoe business. That 
is why directors accepted suggestions 
that a one-day meeting be held soon 
at a central location in the state so that 
shoe retailers, manufacturers and sales- 
men may discuss them together. John 
Slater, chairman of the board of direc- 
tors, is expected to preside at a brief 
meeting of the board on June 14, to be 
followed by a complimentary “Past 
President’s Dinner” and open forum 
which will be attended by retailers, 
manufacturers and salesmen. 

Because John A. Beaumont, president, 
is in Texas engaged in educational 
work, he will be unable to attend, but 
vice-president Paul V. Herron of Ithaca 
will be at the head table. Lee Lang- 
ston, executive vice-president of the 
National Shoe Retailers’ Association, 


editors of shoe trade papers and others 
of prominence will be invited. 

Whether there will be exhibits of 
shoes will be entirely optional with 
manufacturers and salesmen. Nearly 
50 manufacturers had made reserva- 
tions for the Buffalo convention, but 
some of these later sold up to the ca- 
pacity of their plants,-<due to changed 
conditions. Nevertheless, $200,000 
worth of shoes were sold at the conven- 
tion in Syracuse last year. If anyone 
wants to have an exhibit and sell, he 
may make arrangements to do so. The 
hotel at which the meeting is to be 
held has not yet been selected, but will 
be in a few days. Also, the leader of 
the open forum was selected and other 
details arranged. 

If precedent is followed in “moving 
up” officers, Paul V. Herron will be 
named president; John W. Mills, 
Schenectady, will be made first vice- 
president, and Lloyd J. Lawson, One- 
onta, second vice-president. Charles E. 
Knox, Batavia, is treasurer; William 
Pidgeon, Rochester, chaplain, and 
Harry A. Chase, Rochester, who led in 
forming the association in 1919, is 
secretary. 

Past presidents to be honored at the 
dinner are Ernest N. Park, Syracuse, 
who served two terms; William Pid- 
geon, Rochester, twice president; Jesse 
L. Patton, Schenectady; Charles T. Mil- 
ler, Poughkeepsie; Henry Irving Pratt, 
Owego; Edson P. Elitharp, Watertown; 
Henry Merton Smith, Penn Yan; 
Charles E. Knox, Batavia; Leslie Gard- 
ner, Oneonta; William FF. Toher,- 
Oneida; Ernest A. Beaumont, Harry A. 
Phelan and Ernest R. Park, Rochester. 





Green Shoe Mfg. Co. Praised 
By Defense Officials 


Boston, MaAss.—Civilian defense 
officials, who recently completed a sur- 
vey of industrial plants in the metro- 
politan area, have announced that the 
Green Shoe Manufacturing Company, 
of 960 Harrison Avenue, has the best 
industrial air raid precaution set-up 
in the city. Installed at a cost of $500, 
the defense equipment includes newly- 
designed stirrup pumps with enough 
hose to cover an entire floor of the fac- 
tory, asbestos gloves, incendiary bomb 
scoops, sirens on each floor, barrels of 
water and of sand on movable trucks, 
and large reserve supplies of sand on 
the flat roof with long-handled shovels 
beside each supply. 

The 500 employees have been thor- 
oughly trained in the part each is to 
play in the event of a raid, and prac- 
tice drills are held twice a week. In 


addition, 25 employees are taking the 
Red Cross First Aid course. Charles 
Slesberg, factory manager, is respon- 
sible for the protective system which 
has been installed, and Martin M. 
Landay is in charge of the First Aid. 

Since the beginning of the war bond 
drive,. $25,000 has been subscribed by 
employees of this company under the 
payroll allotment plan. 


New Firm to Make Casuals 


Los ANGELES, CALIF.— The Sunray 
Shoe Co., a cooperative shoe manufac- 
turing concern which will specialize in 
high grade casuals, has been formed 
and is now in production. Ben Shapiro 
is designer and production manager. 
Other members of the organization are 
Sam Tarnowsky, Sam Lipoff and Nan- 
dor Soloman. Ruth Hamilton is sales 
representative for the West Coast 
territory. 
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REAL SHOW 


BY THE SALESMEN 


FOR YOU 


MR. RETAILER 





CENTRAL STATES SHOE FAIR 


MAY-17, 18,19 MORRISON HOTEL « CHICAGO 


Are You Covered For Fall? 


Your favorite sources will be among the 100 sample 
lines on exhibit. Save time and money by sizing up 
your Fall requirements in one central location. 


Help your favorite salesman save travel expense and 


tires. 


For Reservations Write Parlor 8, Morrison Hotel, Chicago 











Brown Branches Hold 
Sales Meetings 


St. Louts, Mo. — Sales meetings of 
three branches of Brown Shoe Company 
were held here recently — one for the 
salesmen of Blue Ribbon Shoemakers, 
another for Forest Park Shoe Company, 
and a third for the Air Step Division. 
All three were held at the Coronado 
Hotel. 

Ray Harton presided at the Forest 
Park meeting where the men were 
shown their new lines, and various pro- 
motional plans. and activities for the 
coming season were discussed. 

Carl Fliegner presided at the Air 
Step meeting, attended by the Air Step 
specialty division. In addition to a style 
conference, the Fall advertising plans 
on Air Step shoes were presented and 
discussed. A number of prominent re- 
tailers were present as a style com- 
mittee. These included: 

P. E. Brown, Bell’s Booterie, Nash- 
ville, Tenn.; S. Katz, The Fair, Chicago, 
Ill.; O. C. Miller, Frederick & Nelson, 
Seattle, Wash.; J. Spellman, Spellman 
Bros., Portland, Ore.; W. Spellman, 
Spellman Bros., Tacoma, Wash.; W. O. 
McCracken, Wetherby-Kayser Co., Los 
Angeles, Cal.; S. L. Warner, Christ- 
man’s Dry Goods Co., Joplin, Mo.; W. L. 
Johnson, J. L. Brandeis & Sons, Omaha, 
Neb.; G. H. Trentman, Wm. Eastwood 
& Sons, Rochester, N. Y. 

The third meeting, that of Blue Rib- 
bon Shoemakers, who presided over by 
A. C. Fleener, and Naturalizer adver- 
tising plans for the Fall season were 
presented. In this meeting, also, a num- 
ber of retailers assisted in selecting key 
styles for the coming season. They 
were: 

K. Passamaneck, Rich’s, Inc., Atlanta, 
Ga.; Oscar Olman, The Bedell Co., 
Portland, Ore.; Al Friedman, Reliable 
Shoe Co., Fresno, Cal.; M. F. Cronk- 
hite. Turrell’s, Seattle, Wash.; Jack 
Fowler, Innes Shoe Co., Los Angeles, 
Cal.; Lloyd Bank, Nebraska Clothing 
Co., Omaha, Neb.; George Arbuckle, 
Arbuckle & King, Salem, Ore.; Paul 
Siegel, Ha: Roseman and Jack O’Con- 
nor, O’Connor & Goldberg, Chicago, 
Tll.; M. Seligman, S. Kahn Sons Co., 
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Washington, D. C.; Dr. N. F. Normand, 
Lit Brothers, Philadelphia, Pa.; Max 
Gubin, The Hub, Baltimore, Md.; M. M. 
De Shields, Alex Rice, Montgomery, Ala. 

John A. Bush, president of Brown 
Shoe Company, and C. R. Gamble, gen- 
eral sales manager, addressed each 
meeting at luncheons which were held 
through the week. 


Unique Mailing Piece 


St. Louis, Mo.—Winthrop Shoe Com- 
pany used an unusual advance card 
when their salesmen went out recently 
with their new Fall lines. “Two of the 
Season’s Best Sellers” was the heading, 
and a red, white and blue sketch de- 
picted two books, one having a defense 
stamp as its title, and Uncle Sam as its 
author; the other, Winthrop Shoes, the 


title, and the salesman’s name in the 
place of the author. 

“Line the old ‘sock’ with one and fill 
your shelves with the other,” read the 
copy. “You couldn’t find two better in- 
vestments. 

“I’m looking forward to seeing you 
soon and having you ‘review’ my latest.” 
The salesman’s name appeared again 
as signature to this note. 


Shoe Man Chosen Alderman 


APPLETON, Wis. — Ray J. Kasten, 
owner of Kasten’s Boot Shop, here, was 
elected alderman of the seventh ward 
recently at the city council’s organiza- 
tion meeting held in the city hall. Mr. 
Kasten won his post on the first formal 
ballot, receiving 10 votes against four, 
one and one for his opponents. He took 
the oath of office immediately. 





Shoes of Sisal Hemp from Yucatan 


Shoes and slippers of sisal hemp fabrics are now being made in the State of Yuaca- 
tdén. While the cultivation of the sisal plant was neglected for many years, due to 
the strong competition of the Philippine, Java and Southern Russia, it is now getting 


@ new start as raw material and as fabric. 


The photograph shows samples of 


shoes of this kind, white or interwoven with colors, which are being exhibited in 
the new Museum of Technology and Industry. 
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Men's, Boys’, Ladies’ 
$1.30 up 


Send for NEW 
Style £6146 Catalog 


THE ARNOFF SHOE COMPANY, INC. 
101 Duane Street New York, N. Y. 
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from 15 of St. Louis’ finest factories 
MEN'S — WOMEN'S — CHILDREN'S 


M. K. WEIL SHOE CO. 
1326 Washington Ave. St. Louls, Mo. 
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INNERSOLES 
COUNTERS 
WELTING 
Porous. Glenible. Durable 
Edgar S. Kiefer Tanning Co. 


SALES. Chtenge, 223 W Lebe S. + Boston, 42 Lmeoin Se. 
TANMERIES AT GRAND RAPIDS, MICHIGAN 








Schedule Set for 
California Meeting 

SAN FRANCISCO, CALIF.—At a meet- 
ing of the board of directors of the 
California Shoe Retailers’ Association 
held in this city with Carol Wills pre- 
siding, it was decided to have the busi- 
ness luncheon on Monday, May 25. On 
Tuesday there will be a new departure 
in having a retailers’ round-table lunch- 
eon. The banquet and dance will be 
held on Tuesday evening, according to 
convention manager Wm. J. Ahern. He 
further emphasized that all unneces- 
sary speeches and announcements would 
be eliminated, thus making the gather- 
ing as practical as possible. 
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Plan Two-Day Show 
In Pittsburgh 

PirTsBuRGH, Pa. — The Pennsylvania 
Shoe Travelers’ Association is making 
plans for a two-day show in Pitts- 
burgh, May 17 and 18. The program 
this year is being arranged differently 
from former years. Because of the war 
and certain existing conditions, the 
show will be only two days in length, 
and there will be no social events. Ex- 
hibitors will have displays in both the 
William Penn Hotel and the State The- 
atre Building. 

The men in the Pennsylvania Shoe 
Travelers’ organization are trying to 
meet the situation of rationed gasoline 
and restricted tire usage by promoting 
a local shoe show periodically. A show 
every six weeks for the duration has 
been proposed, and such an arrange- 
ment seems the only solution of the 
salesman’s and the merchant’s problem 
for the present. 


Storm with Marshall, 
Meadows & Stewart 


AvuBURN, N. Y.—John R.. Storm has 
joined the sales staff of Marshall, Mea- 
dows & Stewart, Inc. Previous to this 
connection, Mr. Storm was associated 


JOHN R. STORM 


with his brother, Robert Storm, in the 
operation of Storm’s Health “Shoes, 
Washington, D.C. He is aiso a brother 
of William Storm who operates a retail 
store in Wilmington, Del. 

Mr. Storm will represent the com- 
pany in the southeastern section of the 
country, beginning below Washington 
and taking everything from there south 
and east of the Mississippi. He will 
carry the company’s line of Casual 
Classics. 


Schenthal Honored 


On Retirement 


BALTIMORE, Mp. — Nathan Schenthal, 
for 45 years shoe buyer at Hochschild, 
Kohn & Company, retired recently. A 
testimonial dinner was given him by 
the store. 


Mr. Schentha! joined the organization 
as shoe buyer in 1897, several months 
before the formal opening of the store. 
He has long been acknowledged as the 
most prominent shoe man in the city. 

The dinner was held at the Hotel 
Belvedere.. About 65 guests attended— 
members of the firm and their wives, 
and members of the Executive and Buy- 
ers’ Club of the store. Mr. Schenthal 
received a gold watch from the firm, 
with an inscription of his record of 
service, in addition to various other 
gifts—one a hand-illuminated address 
in a tooled leather case, presented by 
the Buyers’ Club. 

Max Hochschild, who hired Mr. 
Schenthal in 1897, spoke, as did Irving 
Kohn, president of the company. Wil- 
liam I. Ellison, merchandise head of the 
shoe department, made the presentation 
of the testimonial. A lantern slide pres- 
entation of “The Cavalcade of Nathan 
Schenthal,” was a high spot of the 
evening. 

Mr. Schenthal’s duties have been 
taken over by Paul Friedberg, assistant 
to Mr. Schenthal for 15 years. 


Last Company Makes 


Wooden Soles 


New York — Sterling Last Corpora- 
tion has announced that it is making a 
wooden sole for shoes which in ordinary 
times would be made with a leather 
sole, in order to conserve leather used 
for soles and shanks. Its hinged fore- 
part and rocker bottom make it com- 
fortable for walking. Best suited to 
casual types, it can also be used with 
more formal shoes._ Several processes 
have been experimented with, including 
the cement process, but any process can 
be used, accotding to John Laycock of 
Sterling Last Corporation. 

A representative group of manufac- 
turers of both casual and more formal 
types are experimenting with the use 
of this sole. It can be spray painted in 
black or any color desired. In England, 
wooden soles have proved more satis- 
factory than leather for factory work. 


N. E. Companies Plan 
Display in New York 

Boston, Mass. — “An overwhelming 
majority of New England manufactur- 
ers of both men’s and women’s foot- 
wear will display their early Fall styles 
at the Hotel McAlpin in New York 
City during the first week of May,” 
says a statement issued by the New 
England Shoe and Leather Association. 
“Ten full floors of 450 sample rooms 
will be occupied by these exhibitors, 
thus making this hotel, with the largest 
number of exhibitors of any in the city, 
the center of the Fall opening. The 
hotel is booked to capacity and is un- 
able to accept any additional reserva- 
tions at this time. Every shoe buyer 
will find most of his Fall shoes, par- 
ticularly in the volume grades, at the 
Hotel McAlpin.” 
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Endorse USO Campaign 


New York — Far-reaching endorse- 
ment of USO and its campaign for 
$32,000,000 to expand activities in 
bringing recreation to the armed forces 
and to defense workers is contained in 
statements by leaders of the Chamber 
of Commerce of the United States and 
the National Association of Manu- 
facturers. 

Albert W. Hawkes, president of the 
Chamber of Commerce of the United 
States, gave his support of the USO 
War Fund Campaign, May 11 to July 
4, in an official letter “To the Presi- 
dents of Organization Members.” He 
praised USO as fortifying “the morale 
of our fighting forces” and cited its 
record last year as justifying “the con- 
fidence of its supporters” and meriting 
“our continued and increased help”. 

The endorsement of William P. With- 
erow, president of the N.A.M., was pub- 
lished in the N.A.M. News Letter to 
all organization members. Expressing 
confidence that industrial leaders will 
continue their support of USO, Mr. 
Witherow said that the organization 
offered an opportunity for realizing 
“full coordination between the fighting 
front in thé field and the production 
front at home.” 
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Rubber Allotment on 
Month-to-Month Basis 
New York—In view of existing un- 


certainty as to the exact amount of / 


rubber that will be available for us¢ 


in the manufacture of waterproof foot- . 


wear, Goodyear Glove Rubber Footwear 
Division of United States Rubber Com- 
pany is accepting orders from mer- 
chants subject to the company’s plan 
to distribute available rubber footwear 
equitably among dealers. In acknowl- 
edging orders from retailers, the com- 
pany uses a form that contains the fol- 
lowing explanation: 

“Please accept our thanks for the 
Waterproof dating order that you 
placed with our salesman, copy of 
which is attached. 

“May we again call your attention 
to the important fact that this order 
is accepted with the understanding that 
it is a fair approximation of your nor- 
mal requirements and that it is being 
accepted by us as such as part of the 
plan under which we will, under emer- 
gency conditions, distribute available 
Waterproof Footwear equitably among 
all of our customers. 

“Rubber is allotted to us for the 
manufacture of Waterproof Footwear 
from month to month. Therefore we 
can give you no assurance as to the pro- 
portion of this order that we will de- 
liver, nor can we be certain as to the 
availability of the various styles which 
you have selected. You have, however, 
our very definite assurance that you 
will be treated fairly and that you will 
get your full share.” 


Salesmanship Course Receives 
Enthusiastic Acceptance 


DALLAS, Tex.—John A. Beaumont’s 
shoe salesmanship classes, which are 
being held in department stores and 
shoe stores in Dallas, are being well 
accepted by shoe salesmen, both old 
and young. Mr. Beaumont, president 
of the New York State Shoe Retailers’ 
Association and vice-president of E. A. 
Beaumont Co., Albany, is being spon- 
sored by the National Shoe Dealers’ 
Association, the University of Texas 
extension department and the Dallas 
public evening schools. Classes are be- 
ing conducted at the following stores: 
Titche-Goettinger Co., Neiman-Marcus, 
Volk Bros., Austin Shoe Store, Sears- 
Roebuck, W. A. Green Co., Florsheim, 
Jarman, Flagg, Thom McAn, John 
Hardy, Burt’s, Chandler, Baker’s and 
E. M. Kahn. 

An eight weeks’ course in shoe sales- 
manship is being offered the people of 
Dallas who are interested in learning 
this, type of work, Harold F. Volk, 
president of the National Shoe Retail- 
ers’ Association, announced. “This 
course of study,” Mr. Volk said, “is 
designed to give the student a practical 
working knowledge of sales work and 
develop the technical skill required to 
fit shoes properly. Mr. Beaumont was 











selected by the government because his 
practical experience and his educational 
background perfectly fitted him for the 
work, Dallas is the national proving 
ground for this course of study which 
will be offered in cities throughout the 
country later on.” 

“It is hoped that this course will ac- 
complish two purposes,” Mr. Beaumont 
said, “First, it should develop greater 
skill among established shoe salesmen, 
and second, it should tap a new source 
of workers by providing the instruction 
and work for automobile, refrigerator, 
tire and other salesmen whose occupa- 
tion has been cut short by priorities.” 


Army Buys More Footwear 


Boston, Mass.—Miscellaneous orders 
for footwear with a dollar value of 
more than $400,000 have recently been 
announced at the local Army Base. Of 
these, the largest is for 65,000 pairs of 
shoe pacs with rubber feet and leather 
tops, distributed among three com- 
panies as follows: 

Servus Rubber Company, 13,500 pairs 
at $4.57. United States Rubber Com- 
pany, 32,500 pairs at $4.60. Hood Rub- 
ber Company, 19,000 pairs at $4.61. 

The others include award of contracts 
to the International Shoe Company to 
make 20,004 pairs of parachute jumper 
boots at a price per pair of $5.34; and 
to the W. L. Douglas Shoe Company to 
make 3,996 pairs of leather-soled ser- 
vice shoes in non-tariff sizes, at $3.54. 
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OPPORTUNITY WANTED TO PURCHASE 


OPPORTUNITY 


A group of Retail Department 
Stores have an opening for a Shoe 
Merchandiser. He must have thor- 
ough knowledge, both retailing 
and buying, of Women’s, Men’s, 
and Children’s Shoes. Exceptional 
opportunity for the right man. 
Only men with proven ability con- 
sidered. 

| Give full particulars in reply; age, 
94 education, salary, experience, etc. 
| | All replies will be held strictly 


confidential. IRVIN RUBIN 
— Address 512 Care BOOT & . SHOE RECORDER, Fhe Bouse of Jobe” 


100 East 42nd Street, New Y 
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EXreRe SHOE SALESMAN AND 
MANAGER—have 19 years’ experience in HOTELS SELL YOUR SURPLUS STOCKS 
te 


managing of Departments and Family Shoe 
Stores; have family and three children; Draft 


exempt; Age 39 years. Now employed as Man- RSCH-B 

ager of Family Shoe Store. Will consider mov- a ae os - o. Inc. 

ing to Oklahoma or Texas. Address #506, care HO I EL ATLANTIC we We bay oor lete stocks of st 
from retailers, 








Boot & Shoe Recorder, 100 East 42nd Street, 
N York. N. Y. s : jobbers and manufacturers. 
ew Yor A convenient downtown hotel with Viel cor ; 


reasonable rates from $2.25 up. 108-110 D Street, WN York 
CLARK NEAR JACKSON Phone: WOrth 2-5377 and 5378 and 5378 


FOR SALE CHICAGO 























SHOE STORES WANTED 








FOR SALE 
CORRECTIVE SHOE STORE in Chi- LINE WANTED 


cago. Good opportunity for foot ST. LOUIS SALESMAN DESIRES LINE of 
Doctor. Owner Drafted. . Women’s Novelties ond Soares; $3.00 ' 
5.00 retailers. Territory: State o issouri an 
Address Box 513, BOOT AND SHOE RECORDER, Southern Illinois. Have big following of best 

1627 Locust Street, St. Louis, Mo. accounts. Best references available. Address: 
Box 514. Boot and Shoe Recorder, 1627 Locust 
Street. St. Louis. Mo. 




















PPROXIMATELY 3,000 METAL SHOE 
STANDS—9, 12, 15 and 18 inches high, For Entire Stocks or Surplus Merchan- 
square bottom bases, chrome finish, reasonable dise. This is a good time to dispose of 
price. Address #515, care Boot & Shoe them. We can use any quantity and 
Recorder, 100 East 42nd Street, New York, J h R k pay the highest prices. 
N. Y. onn hoska CAMITTA SHOE COMPANY 
120 N. Fourth &t., a Pa. 


SHEBOYGAN Fats, Wis.—John Roska, . See Bat 
82, prominent retired shoe dealer, died eng: tee 
FOR RENT recently. Mr. Roska was associated 
with the shoemaking trade in Port 

, ; Washington and Cedarburg before com- 

HOE STORE, : ; : . a 

death of pee BBM oh ~ ~ eigen y ing to Sheboygan Falls in 1889. He years ago. Survivors include his widow, 
lent location. Far Rockaway, New York. Tele’ operated the firm of John Roska & Son his son, Herbert, two daughters, and a 


: Cedarhurst 2656. ite N. TANOUS ye ; ; 
aa Sey ed rg Rag oa ’ for many years until his retirement five sister. 
































CLASSIFIED ADVERTISING RATES- 

The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the es iy In all other cases 
each word of the address should be counted. 

The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 

t& Advertisements for this page must be in our New York Office on Friday of the week preceding publication © 
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Vulean Promotes Carl Miller 


OUTH, On10—Car! Miller, for- 

ntendent of Vulcan’s Ports- 
mouth heel factory, has been named 
manager of the Wood Heel Division of 
the company. Mr. Miller succeeds E. V. 
Nelson, who resigned to accept a posi- 





CARL MILLER 


tion selling supplies to airplane manu- 
facturers. 

According to Vulcan headquarters, 
Mr. Miller has had years of experience 
in all phases of wood heel making. 
Therefore, he is well qualified to assure 
the customers which Mr. Miller’s plant 
serves the same faithful quality and 
service they have received in the past. 





Provide Footwear for 
Barefoot Children 


San JUAN, P. R.—Eighty ‘thousand 
children who attend public schools in 
Puerto Rico will receive two pairs of 
shoes each year, according to the pro- 
visions of new legislation. This bill 
creates a fund to supply shoes to indi- 
gent children. A survey conducted by 
school teachers throughout the island 
reveals that there are about 80,000 
barefooted children attending public 
schools. 

The legislation provides an initial 
appropriation of $50,000 for the pur- 
chase of machinery and equipment to 
establish shoe shops at various indus- 
trial and vocational schools under the 
direction of the Commissioner of Edu- 
cation. 


Adopt Uniform Closing Hours 


Detroit, Micu. — A dozen Detroit 
neighborhood shoe stores adopted uni- 
form closing hours, and agreed to shut 
their doors promptly at 6:00 P. M. for 
three nights a week, in order to allow 
all employees to partake in civilian de- 
fense activities. Move was taken in the 
suburb of Hamtramck, largely a work- 
ing class district, where evening hours 
for stores of all types have been com- 
mon for years. 
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Philadelphia Golf 
Outing May 22 

PHILADELPHIA, Pa.—The Philadelphia 
Shoe & Leather Golf Association voted 
to hold their annual early Summer golf 
outing a bit earlier this year, selecting 
the date of Friday, May 22nd. The 
event, which brings together members 
of the allied trades in the Philadelphia 
district, is planned as a welcome and 
timely diversion for that afternoon and 
evening, from the all-out war effort now 
in effect. 

Henry N. Antweiler, association pres- 
ident, and his committee have chosen 
Overbrook Country Club as the host 
club for the coming event. Situated 
right at the city limits at City Line and 
Lancaster Pike, this site affords easy 
access to the scene of the event and a 
saving on tires and gasoline. As usual 
a full program is planned for golf dur- 
ing the afternoon topped off by a dinner 
and entertainment in the evening. A 
record turnout is expected. 

Tournament and prize arrangements 
are being handled by Clarence R. Heyde, 
secretary. All details and prizes to be 
awarded during the affair should be 
sent to 5611 Whitby Avenue, Philadel- 
phia, or Miller H. Harrop, treasurer, at 
825 Arch Street. 


Foot Health Week 
Observed in Rochester 


RocHEsTEeR, N. Y. — With shoes in 
which comfort of the wearer is stressed 
advertised extensively in local news- 
papers, National Foot Health Week 
was observed in this city. Retail shoe 
merchants, manufacturers and chiropo- 
dists had a part in bringing it to the 
attention of the public. 

Fletcher T. Ash, chairman of a com- 
mittee of the Monroe County Division 
of the National Association of Chiropo- 
dists, issued a statement in which he 
declared that improper footwear is one 
of the most frequent aggravators of 
corns, blisters, callouses, fallen arches, 
etc. Misfit shoes, it was pointed out, 
especially invite trouble for children 
and expectant mothers. 

“Everybody who has tired, aching 
feet,” said Mr. Ash, “complains about 
them constantly, but few of them show 
good judgment when it comes to trying 
to obtain relief.” 

Besides getting shoes that are fitted 
properly, he urged a system of foot 
hygiene including frequent sponging, 
frequent changes of stockings, care of 
minor lesions to prevent infection and 
daily massage with olive oil. 





Open New Department 


Youncstown, Onto — The W. T. 
Grant & Co. has opened a new and 
larger family shoe department in their 
Youngstown, Ohio, store, with Andy 
Frasco as manager, and Miss Adeline 
Santine as assistant manager. 


White Selling in 
Houston Stores 


Houston, Texas—The shoe scene in 

Houston has changed with the coming 
of warm weather. Summer is here and 
white is now the predominating color, 
although some red and blue is still sell- 
ing. 
Patent leathers are still going well, 
according to Louis F. Tuffly, manager 
of Krupp & Tuffly, Inc., but they will be 
going out shortly. White and tan are 
already showing gains. Defense shoes 
for women are in the picture and gain- 
ing in popularity, in low heel oxfords, 
in brown and black. Wheat linen and 
pop-corn linen are also moving nicely. 
Play shoes will have a heavy sale this 
season. 

There is an unusually early demand 
for white shoes, G. H. Sauer, manager 
of Sakowitz Bros. shoe department, re- 
ports. Business has been very good in 
this department, with substantial gains 
in March, and April expected to top all 
precedents. Mr. Sauer has a pigskin 
promotion under way. Country casuals 
are moving, particularly with blue or 
brown trim. This store is showing 
hand basting instead of perforations on 
better spectators, making an entirely 
new, chic shoe. 





Miami Store Remodeled 


MiaM!I, Fia. — The Cannon Shoe 
Store, 41 E. Flagler Street, has been 
remodeled and had an entire new front 
installed. A special island window is 
devoted to children’s shoes. New modern 
fixtures replace those in use for the 
past seven years. S. Gardner is the 
manager. 
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Dates to Remember 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
May 3, 4, 5, 1942 


Monthly Shoe Buyers’ Days, Mich- 
igan Shoe Travelers’ Association. 
Hotel Statler, Detroit, Mich. 

May 4, 5. 1942 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, Hotel Penn- 
sylvania, New York City. 

May 4, 5, 6, 7, 1942 


Volume Shoe Manufacturers’ Fall 
Grentns. Hotel New Yorker, New 
May 3, 4, 5, 6, 1942 


Annual Dinner, Boot and Shoe 
Travelers’ Association of New 
York, Hotel Pennsylvania, N. Y. 

May 5, 1942 


Pennsylvania Shoe Travelers’ Asso- 
ciation Show, William Penn 
Hotel and State Theater Building, 
Pittsburgh, Pa. May 17, 18, 1942 


Central States Shoe a Hotel 
Morrison, Chicago, I 
May 17, ig, 19, 20, 1942 


Annual Shoe Show, Iowa National 
Shoe Travelers’ Association, Hotel 
Chamberlain, Des Moines, Ia. 

May 17, 18, 19, 1942 


Southwest Fall Style Shoe Show, 
Adolphus Hotel, Dallas, Texas. 
May 17, 18, 19, 20, 1942 


Convention, California Shoe Retail- 
ers’ Association, Hotel St. Francis, 
San Francisco, Cal. 
May 24, 25, 26, 27, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 

May 30, 31, June 1, 2, 1942 


Fall Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 


Boston Shoe Fair, Hotel Statler 
and Parker House, Boston, Mass. 
June 1, 2, 3, 4, 1942 


Fall Shoe Convention, Mid-Conti- 
nent Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 
Okla. June 7, 8, 9, 1942 


New York State Shoe Retailers’ As- 
sociation Meeting, Syracuse, New 
York. June 14, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 
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is made of 


COLONIAL 
PATENT 


All the qualities that manufacturers 
of children’s shoes know are essential 
to make durable, satisfactory footwear 
are found in Colonial Patent. That ex- 
plains why this famons leather is so 
popular with practically all producers 
of fine patent leather footwear Colon- 
ial Patent is preferred for its fine, uni- 
form grain . . . its mellow, durable 


body... 


and its constant dependability. 


its economical cutting . . . 


If it is made of Colonial Patent, you 
can be sure your juvenile footwear is 


the finest obtainable at the price. 


COLONIAL TANNING CO. 


BOSTON, MASS. 


also tanners of black, white, and colored 
elk . . . and splits 
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FINE JUNIOR FOOTWEAR 
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GERBERICHS 
BOYS’ 


SHOES 


AMERICA’S DESTINY 
RESTS 
WITH ITS YOUTH 


¢ 
W PO Style No. 304 
Boys’ White Buck 
Wh MWA Lace Oxford, Brown 


Heels, Oak Soles. 


Widths A i 
trong, healthy boys today, mean a finer manhood Carried ie 


tomorrow. Good health builds morale, and well made, well fitted Boys’ sizes, 6% 
shoes are the surest source of foot health. to 11. ‘ 
Gerberich Dealers are building man power with every sale of 
Gerberich-Payne Shves. These lines, famous for quality materials, 
excellent workmanship, and scientifically graded lasts, include 
Gerberichs, Stride Rite, Junior Arch Preserver and Official Boy 
Scout Shoes, and represent the finest shoes that it is possible to fit 
to a boy’s feet. America’s finest dealers are proving too, that it 
pays to sell Gerberich-Payne Shoes. Investigate them today! 


GERBERICH-PAYNE SHOE COMPANY 


MOUNT JOY, PENNSYLVANIA - N. Y. Office, Marbridge Bldg, Room 405; Los Angeles, Hotel Lankershim 


S 


